





WASHINGTON—The_ Senate fi- 
nance committee has approved and or- 
dered reported the life company in- 
come tax bill (HR 4245) with amend- 
ments, most of which were desired by 
many of the life insurers. 

It is estimated that the revenue 
from the revised bill would be $500 
million for 1958, as compared with 
about $558 million as’ the estimated 
levy under the bill as passed by the 
House. The $500 million figure is the 
same as the estimate for life compa- 
ny income tax shown in the current 
budget. 

It is expected that it will be an- 
other week before the reported bill 
will be available. However, the sub- 


stantive amendments are described 
below: 

1. The committee revised the meth- 
od employed in phase 1 of the bill in 
computing the “deduction rate.” In- 
stead of this being the average of 
each company’s earned rate and an 
assumed rate (the company’s own as- 
sumed rate for the current year or 
the industry average assumed rate for 
the prior year, whichever is higher) 
it is to be the company’s own aver- 
age earned rate for the last five years 
(current year and four prior years). 
This will be helpful to the companies 
currently, because interest rates have 
been on the uptrend for the last few 
years. By the same token, of course, 
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Senate Finance Committee Inserts 


Much-Desired Changes In Tax Bill 


the moving average would work 
against a company when interest rates 
were on the decline. : 

2. The committee decided that 
amounts deducted under phase 2 un- 
der the special deductions—the deduc- 
tion equal to 10% of additions to non- 
participating reserves and the deduc- 
tion equal to 2% of current year’s 
premiums on group insurance—should 
be taxed under phase 3 if these 
amounts are ultimately paid out to 
stockholders. This is accomplished by 
requiring the amount of these two 
special deductions to be added to the 
policyholders surplus account. 

3. The committee increased 

(CONTINUED ON PAGE 13) 
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National, Vt., To 
Drop High Early 
Cash Value Plans 


National Life of Vermont has an- 
nounced that its policies known as 
P. E. P. (policies for executives and 
professionals) and E-95 (execuive-95) 
would be withdrawn effective June 15. 

These are the only policies offered by 
the company which have higher early 
cash value patterns than other plans. 

President Deane C. Davis stated 
that his action was being taken 
regardless of what the final action by 
the New York department might be 
with respect to high early cash value 
policies. 

“We introduced these two contracts 
in order to segregate our so-called min- 
imum-pay business from other plans,” 
he said. “We included higher cash 
values, one-year term dividend option, 
and introduced a flattened commis- 
sion scale. However, all the publicity 
connected with the hearing by the New 
York department on this subject, and 
the release by the department of ten- 
tative draft regulations, has resulted 
in an abnormal concentration on min- 
Imum-pay selling. 

“AS a consequence, our ratio of fi- 
nanced insurance has picked up sharp- 
ly. We believe there is nothing inher- 
ently wrong with financed insurance 
but we are not, and never have been, 
interested in taking large percentages 
of this business, and hence have acted 
in order to reduce current volumes.” 

In addition, Mr. Davis stated that 
that the dividend term option would be 
made available in connection with or- 
dinary life, 10-payment life, and life 
Paid up at 65. 


F. D. Sears Is New 


Commissioner 
F. Douglass Sears has been appointed 
‘yland insurance commissioner ef- 
fective May 4. 
_ Mr. Sears has spent his entire bus- 
ness career in insurance. Until his 
retirement a year ago he was with 
Great American Indemnity. 
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Lack Of Relief On 
Tax-Exempt Income 
Still Mars Bill 


The Senate finance committee’s 
amended life company tax bill has a 
different provision for tax-exempt in- 
terest and although it was supposed to 
cure the original bill’s failure to ex- 
empt such interest, the only change is 
to use a different formula that comes 
out to the same discriminatory result, 
according to life company tax experts. 

What is reported to have happened 
is that the Senate finance committee 
asked the Treasury experts to prepare 
a substitute provision giving true tax 
exemption to tax-exempt income. The 
Treasury prepared a substitute, which 
went into the committee version, but 
about the only change from the House 
bill was to use a basis that the Treas- 
ury figured would be less vulnerable 
to attack on constitutional grounds. 

It is understood that some senators 
are so aroused about this Treasury ef- 
fort to circumvent the Senate finance 
committee’s intent that they are ready 
to offer amendments from the floor 
that would accomplish the result de- 
sired by the committee. Not only are 
these senators irked, but the munici- 
palities and other political subdivisions 
that get a higher rate on their bonds 
because of the tax-exempt feature are 
disturbed at the impairment to their 
market that would result from the 
latest amendment to the life company 
tax bill. 


Newspaper Chain’s Series 


Scores Credit Cover’s Cost 

The Scripps-Howard newspaper 
chain has been running a series of fea- 
ture articles attacking the high prices 
charged by some lenders for life and 
A&S creditor insurance. 

The writer of the series, Jack Steele, 
started out by contrasting the cost of 
individual life insurance wih group life 
coverage. He quoted a conclusion by 
National Assn. of Insurance Commis- 
sioners that “the premium charge for 
individual credit life insurance should 
not differ essentially from that of 
group.” 


Deny N.Y. Credit 
Cover Injunction Vs 
Continental Casualty 


The New York supreme court has 
denied Superintendent Thacher’s re- 
quest for a preliminary injunction to 
restrain Continental Casualty from 
writing credit policies until its forms 
and rates have been approved under 
the new subdivision 7 of section 154 
of the law, enacted last October. 

In opposition, Continental Casualty 
declared that for more than 10 years, 
insurers writing A&S, including credit 
covers, have been required under sub- 
division 1 of section 154 to file forms 
for approval by the superintendent. If 
benefits had been out of line with rates, 
he would have disapproved such forms, 
the company stated. While the new 
subdivision refers more particularly to 
credit life and A&S, it does not cre- 
ate a new category of coverage; the su- 
perintendent’s guides to rate super- 
vision under both subdivisions is 
therefore identical. 

The company further contended that 
all its credit policy forms issued since 
last October were approved by the 
superintendent, as evidenced by cor- 
respondence between him and the com- 
pany. In approving its forms, the su- 
perintendent necessarily determined 
that benefits were in keeping with the 
rates, the company stated. 

Moreover, if the new subdivision re- 
quired their discontinuance, the su- 
perintendent should have withdrawn 
previous approval by following statu- 
tory procedure. This provides, in part, 
that the superintendent may, after 
notice and hearing given to the insurer 
which submitted the form for approv- 
al, withdraw such approval if use of 
the form is contrary to law at the time 
of withdrawal. By his motion for an 
injunction, the company contended, the 
superintendent had in effect sum- 
marily withdrawn his approval of the 
company’s credit forms or peremptorily 
outlawed their use, contrary to law. 

In view of the disputed facts, the 
court denied the injunction and filed 
for an early trial. 
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Agenis File Answer 
In $420,000 Suit 
Over Bank Loan 


Assert The Insured Kept 
Changing Loans And 
Disrupted The Program 


Lloyd Steadman and Wayne H. 
Wentner, third party defendants in a 
policyholder’s suit for $419,020 charg- 
ing false representation of a bank-loan 
plan, have filed an answer in district 
court of northern California. The 
agents were brought into the case by 
Dominion Life and Manufacturers 
Life of Canada, which obtained court 
orders making them third party de- 
fendants. The companies are two. of 
the insurers named in the suit along 
with New York Life. 

The suit was brought by Albert H. 
and Genevieve Newton of Yreka, Cal., 
who charged that by following the ad- 
vice of the agents to purchase an in- 
tegrated program of bank-loan insur- 
ance they suffered a financial loss of 
$199,510. The Newtons are claiming 
general damages for losses incurred of 
$199,510, mental anguish and distress 
damages of $20,000 and punitive dam- 
ages of $199,510. 

Details of the charges lodged by the 
Newtons were contained in THe Na- 
TIONAL UNDERWRITER of Jan. 17, 1959. 

The agents’ answer admits that 
Steadman and Wentner represented to 
the Newtons that under the bank-loan 
plan they could carry as much or more 
insurance as they were then carrying 
at a savings averaging nearly $9,000 a 
year. A detailed plan in the form of a 
blue book of folders and tables was 
prepared and submitted to the New- 
tons, it is stated, but the Newtons 
‘not only rejected the proposals” but 
the plan as prepared by the agents 
was never consummated. 

Steadman and Wentner deny all 

(CONTINUED ON NEXT PAGE) 








Newly elected officers of the LAA 
North Central Round Table are Thom- 
as F. Brown, Farm Bureau, secretary- 
treasurer, (left) and Mary Hickey, 
Northwestern Mutual, chairman. Chair- 
man Hickey holds the ladder rung 
which is the symbol of office. 

(Story on Page 2) 
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charges of alleged fraud. They invoke 
the statute of limitations which pro- 
vides that actions for relief on the 
ground of fraud must be begun with- 
in three years of date of discovery. 

It is asserted that even if it be as- 
sumed that there may have been fraud 
at some time, the non-acceptance by 
the Newtons of the proposals contained 
in the “blue book” prepared by the 
agents; the “systematic sabotage,” as 
the agents’ attorney describes it, by 
Albert Newton of the plan, and the 
conduct of the Newtons subsequent to 
the discoveries of alleged fraud, evi- 
dences waiver of alleged fraud. 

However, even though the “blue 
book” bank-loan plan elaborately pre- 
pared by Steadman and Wentner nev- 
er was put in effect, some sort of pro- 
gram was embarked upon, and the 
answer charges that from the incep- 
tion and during the lifetime of this 
program, Albert H. Newton “system- 
atically engaged in a course of conduct 
which destroyed many of the features 
essential to the successful operation of 
the plan.” 


Drew Out Dividends 


For example, the Newtons drew out 
in cash all, or virtually all, of the div- 
idends on all of the policies, the agents 
assert, and utilized the proceeds to 
reduce their bank-loan. In June and 
July of 1956, the sums thus with- 
drawn amounted to $49,539, and in 
August of 1957 $63,259 was with- 
drawn in unearned advance premiums 
and used to reduce the bank-loan. In 
September of 1957, the answer says, 
the Newtons withdrew $10,015 in un- 
earned advance premiums to reduce 
the bank-loan, and in October of that 
year Albert Newton withdrew from 
New York Life his policy on Albert 
Newton Jr. from the bank-loan plan 
and utilized the proceeds of the loans 
thereon to make a principal payment 
of $20,000 on the bank loan. In No- 
vember of 1957, the Newtons sur- 
rendered two polities for $49,170 in 
cash and used $13,723 to pay prem- 
iums on two other policies and $35,- 
447 to reduce the bank loan. 

In December of 1957, the Newtons 
are said to have surrendered another 
policy in New York Life for $38,000 
and used the proceeds to reduce the 
bank loan. 

Steadman and Wentner assert that 
these acts deprived the bank-loan of 
features essential to its successful op- 
eration, “and emasculated the entire 
plan.” 

The answer goes on to say that 
Steadman denies that the Newtons 
“sustained any loss or damage, but 
alleges that if they, or either of them, 
has sustained any loss or damage, the 
same was due to the acts of plaintiffs, 
as alleged above, and not to any rep- 
resentation, act or omission of Stead- 
man and Wentner, or either of them.” 


Tax Problems Cited 


The agents say that in September of 
1951, the attorney for the Newtons 
wrote them advising that one of the 
calculated risks involved in a bank- 
loan plan is that there are certain in- 
come tax problems which wil! arise in 
event of maturity of any of the policies 
resulting from an increase in valua- 
tion of the policies over cost. In March, 
1953, Steadman says he wrote Albert 
Newton regarding three policies in 
Aetna Life which were maturing in 
November, advising Newton, among 
other things, that if he left the money 
on deposit with Aetna with interest 

(CONTINUED ON PAGE 19) 
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Agents Are Best Customers, LAA 
North Central Round Table Hears 


Agents—not policyholders—are the 
life companies’ best customers. This 
idea brought out by William T. Earls, 
Mutual Benefit Life general agent at 
Cincinnati, was one of the many de- 
veloped and discussed by the North 
Central Round Table of Life Insur- 
ance Advertisers Assn. The Cincinnati 
meeting was attended by approximate- 
ly 60 representatives of member com- 
panies. 

Mr. Earls said that many home of- 
fices believe policyholders are their 
customers and “piously give reasons 
why anything they don’t want to do 
isn’t in the interest of the policy- 
holders.” However, he said, “I believe 
the concept has some validity that 
your customers are your agents.” It 
is the agent’s job to sell the policy- 
holder, and likewise the company 
must sell the agent. 

“Now, I think automobile companies 
have gotten themselves into difficulty 
by believing themselves that the cus- 
tomer is the guy who buys the car 
and that their dealers don’t amount to 
very much, and as a result they have 
just about loused up their whole dealer 
situation. They are killing all their 
dealers, and, really, the dealers are 
the guys who buy the cars,” Mr. Earls 
declared. 


Describes Characteristics 


As a means of describing the char- 
acteristics of those persons whom he 
termed the companies’ best customers, 
Mr. Earls reviewed and interpreted 
findings of a study made by the Uni- 
versity of Michigan on members of the 
Million Dollar Round Table. Subjects 
were grouped into two categories: The 
MDRT member and the potential mem- 
ber. The findings showed that the 
member was not an organization man 
but was independent. Most members 
had received very little help from 
their general agents or managers. 

The MDRT study indicated that 
“reaching the maximum income—the 


Deaths 


OLIVER M. WHIPPLE, 57, financial 
vice-president of Gulf Life, died in 
Jacksonville _fol- 
lowing a short ill- 
ness. He joined the 
company in 1954. 
Before that he was 
vice-president of 
Union Securities 
Co. of New York 
and for 25 years 
he was with Mu- 
tual of New York, 
resigning in 1953 
as financial vice- 
president. Last 
year, he was ap- 








Oliver M. Whipple 


pointed by Gov. Collins to advise on 
the investment of Florida state funds. 


RALPH R. COOMBS, 70, retired 
vice-president of Massachusetts Mu- 
tual, died in the Springfield (Mass.) 
Hospital. Mr. Coombs joined the com- 
pany’s renewal department as a sten- 
ographer in 1907, was named vice- 
president in 1948, and retired in 1953. 
He was a former director of LOMA. 


(More Deaths On Page 12) 


do-re-mi—is the principal goal of sat- 
isfaction, and that there is no occupa- 
tional goal of equal importance for 
the million dollar producers,” Mr. 
Earls revealed. The response of many 
indicated that they believed profes- 
sional attitudes hindered a man’s sales 
potential. However, 40% of MDRT 
members were CLUs, and Mr. Earls 
interpreted this to mean that “de- 
spite the fact they say you’ve got to 
sell if you are a business man and you 
can’t just hide behind professionalism, 
these men did something specifically 
to help themselves get more profes- 
sional. They study and they learn 
while the guys who talk about being 
professional don’t do anything about 
it.” 

Mr. Earls reported that another 
study on MDRT members separated 
them into a hard sell and soft sell 
group. The hard sell agent qualified 
for the MDRT early in his career while 
the soft sell man, taking time to build 
up prestige, took longer. The study 


Edwin P. Leader, Bankers Life of 
Iowa, president of Life Insurance Ad- 
vertisers Assn., discusses the North 
Central Round Table meeting with 
Chairman Samuel J. Osborn, Ohio Na- 
tional. 


corrected a misconception that most 
life insurance men are. gregarious 
socializers. “This study developed that 
most life insurance men aren’t very 
sociable. They haven’t got time to be 
sociable,” he declared. The soft sell 
agent is sensitive and is worried about 
hurting somebody else’s feelings. In 
contrast, the hard sell man is ruthless 
—“he just busts in, he doesn’t care, 
and he doesn’t worry about the con- 
sequences,” he said. 


Are Lions In Field, Office 


Mr. Earls cautioned that the million 
dollar producers who are lions in the 
field, can’t be expected to be lambs in 
the office. They are easily upset 
when their policies aren’t issued fast 
enough and they don’t hesitate to tear 
into their general agents and their 
home office. “You’d like them to be 
lions in the field and iambs when they 
deal with you, but they aren’t going 
to change. If you’d like that million 
of production you’ve got to like it 
when they come in there,” he said. 

A panel discussion on stimulation 
covered various types’ of motivation, 
particularly conventions and sales con- 
tests. Panelists were Carol R. Scott, 
General American Life; Frank C. 
Elston, Washington National; Thomas 
F. Brown, Farm Bureau, and Kenneth 
Rutland, Ohio National, was moderator. 

A panel on liaison gave considerable 
attention to communications. Two 
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examples of the need for proper com. 
munications—the relocation of home 
offices and the installation of elec. 
tronic data processing equipment— 
were explored in depth. Gene Wil. 
liamson, Union Central, moderated the 
panel which included George Pease 
Equitable Life of Iowa, and Richard 
Chatfield, Continental Assurance. 

The principal speaker of the first 
day, Robert E. Templin, director of 
agencies Northwestern Mutual, saig 
that agents are most receptive to ide. 
as on sales promotion, and the agq- 
vertising department could be valuable 
to them in supplying them with these 
ideas. The material produced should 
be merchandisable, he said, and the 
advertising department must train the 
agents in using this material to the 
utmost advantage. 


Closes With Panel 


The first day’s meeting closed with 
another panel on field service. This was 
moderated by Ronald Jones, Kansas 
City Life, and panelists were William 
H. O’Brien Jr., Standard Life of In- 
diana; James E. Wavada, Business 
Men’s Assurance, and Charles H. £)- 
liott, Midland Mutual. 

At the second day session a panel 
examined the preparation, desired ef- 
fect and results of each award winning 
entry at the 1958 national meeting, 
Panelists were Jack Currier, Ohio 
State Life, moderator; R. E. Franque- 
mont, Bankers Life; George H. Kistler, 
State Life of Indiana, and James . 
Metzger, Security Benefit Life. 

Mary Hickey, Northwestern Mutual, 
was named chairman of the North 
Central Round Table, succeeding Sam- 
uel J. Osborn, Ohio National; Ronald 
Jones, Kansas City Life, was advanced 
to program chairman, and Thomas Ff. 
Brown, Farm Bureau, was elected sec- 
retary-treasurer. 


Agreement With Defense 
Department Brought Fast 
Lifting Of Selling Ban 


American Investors Life of Houston, 
American Life of Birmingham, Amer- 
ican Trust Life of Wichita Falls, 
Tex., Continental Fidelity Life of Phoe- 
nix, Mountain States Life of Colorado 
and Reliance Life of Georgia have in- 
formed THE NATIONAL UNDERWRITER 
that they had been removed from the 
army’s blacklist before publication of 
an item in the April 11 issue stating that 
these companies had been barred from 
soliciting business on army posts. 

The suspension was lifted soon after 
it was imposed, following assurances 
that solicitation practices employed by 
certain agents would be discontinued. 
The agents were accused of sending to 
parents of draftees sales letters that the 
Defense Department contended looked 
as if they were sent by an official gov- 
ernment agency. 

Continental Fidelity Life of Texas, 
which has its executive offices in Dal- 
las, was not involved in the suspensio 
in any way. The April 11 item did no 
specify which Continental Fidelity 
company was involved. 


Western States Increases Capital 
Western States Life of Fargo ha 
increased its authorized capital from 
350,000 shares to 2 million shares, pt 
value $1. A stock dividend of 40% 
was approved, payable May 1 to stock 
of record April 30. This will increas 
the total outstanding stock to $477,5#l 
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. This was March 27, 1959 
: wa Mr. F. J.O’Brien, Vice President 
fe of In- Franklin Life Insurance Company . ; 

Business Springfield, Illinois Donatp D. UTTER 
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Deer Oe Donald D. Utter had had 

cain Like many dedicated educators, I felt need for ; a successful career as 
d winning supplementary income for myself and my family during teacher and coach, and for 
~ meeting summer vacation months. Serious deliberation the past eight years has 
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Franque- appeal, plus other distinct advantages. Most important, Remington High School. 
H. Kistler, I could build a profitable business, yet maintain a 

James H. dignified professional status. In both capacities— Here is an indication 
e. teacher and Franklin representative—I have the of his Franklin earnings, 
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Life Insurance Will Never Take Second 
Place In Investment Program: Belknap 


The absolute guarantees of life in- 
surance give it a moral grandeur that 
will never allow it to take second 
place in the investment program of 
the American family, Raymond H. 
Belknap, president of United States 
Life told leading producers at the com- 
pany’s annual convention at the Caribe 
Hotel, San Juan, Puerto Rico. 

Mr. Belknap pointed to the contin- 
ued growth of equity investment pro- 
grams and the effect they could have 
on the life insurance business. He em- 
phasized that an increasing number 
of Americans have large equity in- 
vestments. 

“Every man in business for himself, 
every homeowner, already has a tre- 
mendous investment of this nature,” 
he said. “What he needs is preferred 
property, fixed dollars, to balance it 

‘off. Life insurance is the best way of 
providing those fixed dollars.” 

It is for this reason, Mr. Belknap 
said, that life insurance should al- 
ways be the first consideration in a 
family’s investment program. 
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RIGHT ROAD 


Equitable Life 


ONT \eune)-aetils 
PREFERENTIAL RATES 





Ass modern as tomorrow, but here today, is Equitable 
. Life of Iowa’s Q Factor, the basis of progressively 
lower rates for progressively increasing policy amounts. 
Coupled with this are special rates which give prefer- 
ential treatment to women. All these are combined in 
one of the most comprehensive “desk” rate books and 
condensed into one of the most practical pocket-sized 
“field” rate books ever published. They give you an 
all-around competitive edge and complete information 
for all occasions. Keep your eye on the Career Life 
Underwriter who uses these tools and you'll agree 
— He’s on The RIGHT ROAD. 


LIFE INSURANCE COMPANY OF IOWA 


John Weaver, executive vice-presi- 
dent, compared the five principal in- 
gredients of successful life insurance 
selling to the five important factors in 
box office appeal in show business— 
the audience, the medium, the com- 
pany, the talent and hard work. He 
said that every advance in the life 
insurance business—broader markets, 
better merchandise, a growing com- 
pany—tends to make success more 
easily obtainable for the life agent. But, 
he added, the two most vital ingre- 
dients are still talent and hard work. 

Gordon E. Crosby Jr., vice-president 
and director of agencies, set forth his 
views on the double role played by 
the agency department in today’s life 
company. 

“It must represent the field force 
at the home office, and, conversely, 
represent the home office in the field,” 
he said. “Basically, it is the function 
of the agency department to provide 
every possible practical assistance 
to the field. We can best accomplish 
this only by having complete coopera- 
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tion from the agent. We depend on 


him for new ideas and approaches. He 
depends on us for smooth, dependable, 
prompt service.” 

During President Belknap’s banquet, 
the president’s plaque, United States 
Life’s highest production award, was 
presented to the Dascit agency at New 
York. The agency, headed by Emanuel 
Dash and Stanley’ Blau, general 
agents, also received two other top 
honors—as leader in life volume and 
in having the largest number of qual- 
ifiers for the convention. 

Raul Gasteazoro, Panama, received 
the president’s plaque as individual 
leading producer. Mr. Gasteazoro also 
took second place in ordinary life vol- 
ume for the year. Lester M. Wintz, 
Elmira, N. Y., received a first place 
award for ordinary life volume and 
third place went to Charles Zahorik 
Alhambra, Cal. 


Constitution Is Second 


Constitution agency and the White 
& Winston agency, both of New York, 
took second and third places, respec- 
tively, for general agency ordinary 
life production. The Independence 
agency, also of New York, was pre- 
sented with a special award for high- 
est three-year persistency. White & 
Winston was first among agencies in 
group production and the firm of Let- 
erman & Gortz received the same 
honor as largest individual group pro- 
ducers. 

The Chapman agency, New York 
and Buffalo, was honored as A&S 


agency of the year. Other A&S 
awards went to Ter Bush & Powell, 
Schenectady; Marlyn, Philadelphia, 


and Aberdeen, Poughkeepsie. 


Franklin Life Gains 
38.7% In First Quarter 


First quarter sales of Franklin Life 
gained 38.7% over last year. New 
business was $52 million over the first 
three months of 1958, and insurance 
in force increased to $3,255,379,522. To- 
tal income was $26,962,159, up 9.5%. 
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‘59 Agents & Buyers 
Guide Is First Truly 
Multi-Line Reference 


A section devoted exclusively to life 
insurance is featured in the 1959 eqj. 
tion of The Agents & Buyers Guide 
making this publication the first try; 
multiple line survey handbook. : 

All of the chapters of the Guide 
have been revised extensively, py 
the information on life insurance rep. 
resents the first substantial excursion 
into life insurance information for the 
property-casualty insurance man. Its 
addition to the Guide is in line with 
the trend to “small lines” or “one-stop” 
insurance selling. 

Copies of the book, published by the 
F.C.&S. Bulletins department of the 
National Underwriter Co., may be or. 
dered from the National Underwriter 
Co. at 420 East Fourth Street, Cin. 
cinnati, 2, Ohio, or from any field of. 
fice. Copies are $5 each. 

The markets section of The Agents 
& Buyers Guide, containing informa. 
tion available in no other single source, 
again offers data about placing sub. 
standard or unusual coverages. This 
section has become increasingly pop. 
ular as insurance men have recognized 
its importance and authenticity. 


Survey Chapters Refined 


The chapters devoted exclusively to 
survey work have been refined in the 
1959 edition including suggestions on 
integrating existing contracts into a 
recommended program under a chap- 
ter entitled “Survey and Audit Notes.” 

Other features include an illustrated 
losses section which describes more 
than 200 losses illustrating perils of all 
descriptions; a section on definitions of 
coverages which contains also a list of 
pools and underwriting offices; a chap- 
ter on companies listing the states in 
which they operate, the lines written, 
the membership and organizations and 
rating bureaus, etc. 












Agency Vice-President. 





JF F aRSON 


Even I know that... 
MOTIVATION IS THE 
KEY TO SUCCESS! 


IT DOESN'T TAKE A CLUB—to drive home the 
need for more Family Security when you take 
along Jefferson National's persuasive ‘‘super 
salesman.” This V.I.P. is the colorful sound 
film that packs tremendous MOTIVATION into 
14 dramatic minutes. 


His Showmanship is a ‘‘sell-out'’ for such spe- 
cial contracts as the Passbook Savings Plan, 
Fit-the-Future, Family Security, and a huge 
portfolio of A & S, Group, Pension and An- 
nuity Plans. 


If you are ambitious to increase production or build an Agency of your 
own, you will want to investigate Jefferson National's many other 
profit-building aids—Top Commission Contracts, Financial Assistance, 
Recruiting Bonuses, etc. Wire or write today to BYRON C. JOHNSON, 


rate WATIONAIL 
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Seduction Of $2 Stock 
Has Resulted In Many 
New Insurer Births 


By LEVERING CARTWRIGHT 
president, Cartwright, Valleau & Co. 


The proliferation of insurance com- 
panies since the war is borne home 
daily to the broker-dealer in the over- 
the-counter securities market. The 
pages of the National Daily Quotation 
Service, which is available to brokers 
only, are sprinkled with the names of 
the new enterprises. 

Most of them are priced at a very 
low figure per share, some even below 
$1. This is due to the fact that the 
style was set in the post war promo- 
tional era of pricing new insurance 
issues at a low price per share. The 
promoters catered to the fascination 
that the 100 share lot holds for the 
ordinary person. : 

Granddaddy of the post war style 
was the late M. A. Kern of Chicago. 
He had sold his Alliance Life to Re- 
public National Life and was bored 
with an undemanding existence. He 
projected All-American Casualty and 
successfully engineered the sale of 1 
million shares at $2 per share. Then 
he turned around and sold another mil- 
lion at $3 each. A large corps of sales- 
men discovered the magic that the 
name of insurance had for prospec- 
tive speculators in the highways and 
by-ways A man with $300 could easily 
be persuaded to buy 100 shares of a 
$3 stock in a new insurance venture. 
The sales commission was 15%, which 
is what is permitted under many state 
laws and which has-been the rate in 
most of the promotions. | 

Many of these salesmen, tasting suc- 
cess, naturally had the impulse to keep 
going. So, some of their own number 
either proceeded to establish new pro- 
motions or induced others to do so. 

All-American proved to be highly 
successful, so this was an especially 
exhilarating example. Before Mr. Kern 
died he made a move that insured 
success and that was to bring back to 
his side E. E. Ballard, who is now 
president. Mr. Ballard had _ been 
with Mr. Kern in the old days and then 
had gone off to help do a remarkable 
“scratch” job with E. Kirk McKinney 
at Jefferson National Life of Indian- 
apolis. Mr. Ballard is a one-man life 
insurance team. He is on fire. When 
he was a boy he ran each morning to 
school, and he is still running and he 
knows how to get others to run along 
with him. 

Shortly after Mr. Kern’s death All- 
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American was converted into a life in- 
surance company, which was the orig- 
inal intention. Its stock is now selling 
at $12 per share. 

After the original promotional sales 
have been completed, a secondary 
market begins to develop in these is- 
sues. The brilliant performances are 
few so far. 

The state laws under which many 
securities dealers operate prevent them 
from selling many of these newer is- 
sues to individuals. They may sell 
them to corporations or trade them 
with other brokers. Hence the market 
is somewhat limited, except for those 
companies that have become qualified 
for sale in states other than those of 
the domicile. 

In recent weeks when ihe fever for 
low priced stocks became noticeable, 
those of us who deal in insurance 
stocks have been receiving numerous 
inquiries about these newer companies 
with low prices per share. This 
prompted me to segregate the listings 
of such shares that appear currently 
in the National Daily Quotation Serv- 
ice, eastern and midwestern sections. 
They are shown below along with the 
current bid price, the offering price 
being slightly higher. Despite the fact 
that this is a lengthy list, it is only a 
fraction of the newer companies. It 
doesn’t include those that are listed 
exclusively in the west coast section 
of the quotation service, nor many 
companies that are traded on a sec- 
ondary market, but only within a sin- 
gle state, such as Indiana; nor does 
it cover the newer companies whose 
stock is still being sold directly to the 
public and which has not yet reached 
the stage of secondary distribution. 

The following companies are mainly 
post-war developments, but there are 
some of older vintage whose stock is 
selling at a relatively low price per 
share: 


Academy Life, Colo. 
All American Life & Casualty, Il. ............ 12 








































All Service Life, Tex. ......c.cccccceceseceeeeeeeee 9% 
All States Life, Tex. 5% 
American Bankers, Fla., “A”... 22% 
American Bankers Life, Fla. ... 22 

American Empire Life, .Tex. ... 2% 
American Fidelity Life, Fla. .... 7% 
American Founders ‘Life, Colo. 15% 
American Heritage, Fla. 2.0........:ccccceseceseeeee 12% 
American Indep. Reins., Fla. 4% 
American Investors Corp. ........ 33% 
American Investors Life, Tex 35 
American Mercury, D. C. .... 2% 
Atlantic National Life, Ala. 2 

Cardinal Life, Ky. Te 
Chesapeake Life, Mad. o.....cccccccccccseeenceeeeees 35 

Citizens Life, N. Y. 14 

Coastal States Life, Ga. ...cccsccsseeeseeeeeees 38% 
Colo. Ins. Co. 2% 
Colo. Credit Life 15% 
Columbia Gen. Life, Tex... 1% 
Consumers National L’fe, Ind. . 4% 
Continental Am. Life, Tex. ......... 1% 
Cosmopolitan Life, Tenn. ........:.ccccceeeeeeee 5% 
Cornbelt Ins., Ill. 3Y% 
Cornbelt Life, Ill. 3% 
Equitable General Life oo... ccesesseseeeees 2412 


Equitable Life & Cas., Utah 
(CONTINUED ON PAGE 18 
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Program Given For 
Home Office Life 
Underwriters Meet 


Speakers at the opening session of 
the annual meeting of Home Office 
Life Underwriters the morning of May 
11 at Edgewater Beach Hotel, Chicago, 
will be the president, Wray M. Bell, 
underwriting executive of London Life, 
and President Walter O. Menge of Lin- 
coln National Life. The business ses- 
sion will follow. 

In the afternoon, there will be in- 
formal discussions on persistency un- 
derwriting and conservation proce- 
dures, recent underwriting trends and 
problems, and underwriting of addi- 
tional indemnity, premium waiver and 
disability income. 

On the second day speakers will dis- 
cuss inspections, financial selection 
and aviation underwriting. The entire 
afternoon will be devoted to various 
aspects of industrial insurance. 

The third day will be given over to 
the meeting of the occupational com- 


one of the 


best 
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mittee. The subjects to be covered in- 
clude off-shore oil, silicosis in the 
United States, automobile racing driv- 
ers, nuclear energy and a report on 
the occupational mortality study by 
the registrar general of England and 
Wales. 


Neb. Associations Slate 
Conferences May 16-17 


A conference and a sales congress 
will be sponsored by Nebraska Assn. 
of Life Underwriters and Life Agen- 
cy Managers’ Assn. May 15-16 at the 
Sheraton-Fontenelle Hotel, Omaha. 

The agency managers’ conference 
will be held Friday. Speakers will be 
William H. Whorf, Connecticut Mu- 
tual; Homer C. Chaney, New England 
Life; and William R. Bagg, John Han- 
cock, Fort Worth. 

The agents’ sales congress will fol- 
low a business meeting and election 
of officers Saturday. Speakers will be 
Alberthan B. Reynolds, Life Assurers 
of England; Cleo F. Edwards, Central 
Life of Iowa; Ralph G. Nichols, Uni- 
versity of Minnesota, and Messrs. 
Whorf and Chaney. 
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usiest 


Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so— and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best” one of the busiest, too! 


Contial Life 


ASSURANCE 


COMPANY, 
Progressive and competitive, yes 
at the expense of financial security 


DES MOINES 6, IOWA 
. but not 
ASSETS | $165 Million 
SURPLUS | $1334, Million 
INSURANCE | $550 Million 
IN FORCE 
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Kobel PR Chief Of 
NALU, Gaglio Life 
Assn. News Editor 


WASHINGTON—Marvin A. Kobel, 
formerly director of publications of 
National Assn. of Life Underwriters and 
editor of Life Association News, has 
been appointed director of public re- 
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is leaving NALU to go into public re- 
lations consulting work in Washing- 
ton. 

Sam P. Gaglio, formerly managing 
editor of Life Association News, be- 
comes editor and news manager. 

The post of director of publications 
has been abolished. 

Mr. Kobel joined NALU in 1955, af- 
ter seven years in the publications 
division of Metropolitan Life. Before 
that he was associate editor of the In- 
surance Field. 


career with the Port Huron (Mich.) 
Times Herald. In 1947 he joined the In- 
surance Field as associate editor in 
charge of the life edition and later 
became associate editor of Kentuckiana 
Purchasor magazine. He joined NALU 
as associate editor of Life Association 
News in 1955, becoming managing edi- 
tor in 1957. He has also been the mag- 
azine’s photography chief. 

Mr. Moore joined NALU as public 
relations director in 1955, after having 
been an executive of the Associated 
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Says 1959 Will Be 
An Outstanding Year 
For Life Industry 


The economic outlook is good and 
1959 should prove an outstanding year 
for the life insur- 
ance industry and 
New England Life 





lations, succeeding Pugh Moore, who 


Mr. 


Gaglio began his journalistic Press. along with it, said 


President O. Kel- 





In natural color in TIME and NEWSWEEK 


Not 
everybody 
wants 

the same 


thing 


No two people, at any stage of life, have iden- 
tical desires, requirements and goals. Your 
plans, your hopes, your dreams are not like 
those of any other man. So your life insurance 
should be different, too. 


That’s why Connecticut Mutual Life devel- 
oped its Insurance Indicator Service. With this 
service a Connecticut Mutual Life man near 
you will help you find the answer to the basic 
question, ‘‘How much and what kind of life 
insurance should I own for family protection 
and retirement ?’’ From the hundreds of com- 
binations of policies and payment methods 
that CML offers he will recommend those that 
are to your best advantage. And he’ll work 
with you over the years making sure your in- 
surance always does the best job possible. 


For your peace of mind, for your own and your 
family’s future, talk with a CML man about 
Insurance Indicator Service. 


Strength - Service + Flexibility 


Connecticut Mutual Life, founded in 1846 and owned 
by its policyholders, has offices from coast to coast. 
CML offers plus values: substantial dividends to policy- 
holders ($26,000,000 last year); high income to benefi- 
ciaries; flexible policies and liberal benefits. 


( onnecticut /V\utual ‘Life 


INSURANCE COMPANY + HARTFORD 
bh 


This advertisement tells America’s best 
prospects for life insurance about the 
value of the services of the life underwriter. 


ley Anderson of 
New England Life 
at the annual 
meeting of the 
company’s general 
agents association 
at Phoenix. 
“Although 
economy is. still 
operating at less 
than full capacity it has re-attained its 
pre-recession levels and in the first 
quarter of 1959 both output and in- 
come have reached new highs,” he 
said. 
“Still further gains lie ahead during 
the balance of the year, and while 
these gains may not be spectacular, 
they should occur in most of the impor- 
tant sectors of the economy.” 
Other speakers included Vice-presi- 
dents Lambert M. Huppeler, John 
Hill and James B. McIntosh. 
William L. Wadsworth, Buffalo, suc- 
ceeds David S. Kamp, San Francisco, 
as association president. Other officers 
are J. Hicks Baldwin, Washington, D- 
C., vice-president, and Fred Lumb, 
Grand Rapids,  secretary-treasurer. 
Others on the executive committee are 
George R. Vibbert, Syracuse, Gordon 
Orput, Portland, Ore., and Mr. Kamp. 


McGahan Is Deputy 


Of N. Y. Department 


Walter G. McGahan, a Bayside, N. Y,, 
attorney and former state senator, has 
been appointed a deputy superintendent 
of the New York department. Prior io 
his term as senator from 1955 to 1958, 
he was law assistant ta the Queens 
county board of judges from 1953 to 
1954. He represented the borough of 
Queens on the New York City council 
from 1947 to 1949. In 1946 he served as 
research counsel to the state senate, 
and was simultaneously Queens county 
motor vehicle commissioner. He was 
Republican candidate for comptroller of 
New York City in 1957. 
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The Unity Mutual 
Life Insurance Company 
of New York 


Insures 
The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 


policies our specialty. 
e 
L. J. BAYLEY 
Secretary 


E. R. DEMING 
President 
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‘Creeping Inflation’ 
Attacked By O'Leary 
In Notre Dame Talk 


The indispensable role of a dollar of 
stable buying power in a growing 
America and in the 
preservation of a 
free and vigorous 
economy was em- 
phasized by James 
J. O’Leary, direc- 
tor of economic re- 
search of Life In- 





surance Assn. of 
America, in _ his 
lecture in the 
Cardinal O’Hara 
lecture series of 
College of Com- 
James J. O'Leary merce, University 


of Notre Dame. 

Taking direct issue with the phil- 
osophy and contentions of the “creep- 
ing inflationists,’” Mr. O’Leary de- 
clared that, in the longer run, full 
employment, vigorous economic 
growth, and general price stability are 
not only compatible but are vitally 
interdependent. A stable dollar is of 
particular importance in encouraging 
the continued voluntary saving of the 
people—the well-spring of economic 
growth, he declared. 


Will Kill Urge To Save 


A major impact of a continued de- 
cline in the value of the dollar, Mr. 
O'Leary said, is that it is bound to 
injure, and eventually destroy, the will 
of the American people to save vol- 
untarily and thereby to finance eco- 
nomic growth. If inflation becomes 
generally anticipated as being inevita- 
ble, people would be driven to spend- 
ing a higher proportion of their cur- 
rent income before it deteriorated in 
value. Furthermore, he declared, when 
the general public’s expectation of in- 
flation grows, the stock market be- 
comes a refuge for investors because 
it provides a means for hedging against 
the rising general price level. 

“Unfortunately, as is already be- 
coming evident today,’ Mr. O’Leary 
said, “the increased flow of funds into 
common stocks largely results in a 
churning of transactions in the exist- 
ing supply of stocks, driving up the 
prices of outstanding stocks without 
providing any real basis for corporate 
growth. That is, funds which under a 
more stable general price level would 
have gone into the financing of new 
industrial plants and equipment are 
shifted to the stock market where they 
are largely lost to economic growth and 
are dissipated in the bidding up in 
price of the floating supply of stocks.” 


Interest Rates Inflated 


: Other consequences of a continued 
inflationary trend in the economy and 
consequent erosion of the dollar were 
listed by Mr. O’Leary as a premium 
for inflation in the interest rate, 
which most students of the capital 
markets believe already exists in the 
interest rate today; difficulties en- 





countered in federal financing, such 
a have been evident recently; and 
the longer-run threat of breeding a 
multiplicity of government controls, 
leading ultimately to serious curbs on 
the free market economy including 
Price and wage controls. 

We cannot afford to regard stabil- 
ity in the value of the dollar as a sec- 
od-class objective, to be easily aban- 
loned in our efforts to maintain full 
‘mployment and vigorous economic 
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growth,” Mr. O’Leary declared. ‘This 
is because a national policy of infla- 
ion—even creeping inflation—woul 
in the longer run have destructive 
consequences for growth and our dem- 
ocratic system of government. It 
would, moreover, lead us down the 
path of moral bankruptcy.” 


Massachusetts Mutual’s ordinary new 
business in the first quarter amounted 
to $306,785,000, an increase of 25.6%, 
and group premium income was up 
13.2%. 


Fitzgerald, Smith, 
Pritchard On MDRT 
Breakfast Program 


Edmund Fitzgerald, chaiman of 
Northwestern Mutual Life, Oren D. 
Pritchard, president of National Assn. 
of Life Underwriters, and Adon N. 
Smith II, Northwestern Mutual, Char- 
lotte, N. C., Million Dollar Round Ta- 
ble chairman, will be the principal 
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speakers at the traditional MDRT 
breakfast Monday, June 22, during the 
annual meeting of the Round Table at 
the Americana Hotel, Bal Harbour, 
Fla., June 21-25. 

A new feature of the breakfast ses- 
sion will be a special head table at 
which will be seated, in order of ap- 
pearance, every speaker on any phase 
of the program. Each will be intro- 
duced by Robert S. Albritton, Provi- 
dent Mutual Life, Los Angeles, MDRT 
vice-chairman and program committee 
chairman. He will highlight the sub- 


(CONTINUED ON PAGE 15) 
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HieNATIONAL UNDERWRITER 


Attack Credibility Of Detractors 


Of Life Insurance, 


Ken C. Fitch of Wichita, member 
of the New York Life Top Club Coun- 
cil and a life member of the Million 
Dollar Round Table, writes: 


Your editorial in the April 11 Na- 
TIONAL UNDERWRITER ending up with 
the request for any ideas to counter 
mutual fund “blandishments” certain- 


Agent Advises 


ly deserves the support of every un- 
derwriter. I have given considerable 
time and thought to this thing in re- 
cent months and I have conducted 
considerable correspondence with of- 
ficers of our company on this matter. 

In the first place, I feel that our 
home offices should commission the 
top brains of our organizations to the 


job of giving us in the field some ac- 
tual figures and strong arguments that 
we can use in combating some of the 
mutual fund contentions. 

As we all know, the mutual fund 
boys call their own shots—they picked 
a period of five or 10 years during 
which if you just closed your eyes and 
bought “Sheep-Dip Preferred” or any- 
thing else, you couldn’t help but win. 
So, therefore, you were a financial 
wizard! 

Not too long ago a physician friend 
and client of mine called me up in the 
middle of the night—he was “throb- 





“No wonder I like to sell John Hancock”’ 











He’s career-trained for 


confidence ...and sales 





The John Hancock man approaches all life insur- 


ance problems confident of his ability to serve his 
clients’ needs. There’s a reason for this confidence 


—he’s career-trained. 


At the John Hancock training is more than acquir- 
ing knowledge. It is a continuous process of develop- 
ing an individual’s attitudes, skills, and work habits 


—plus giving him thorough 


From the time he enters Initial Training until he 
completes the advanced courses in Life Underwrit- 
ing and Business Insurance, the John Hancock man 


grows in confidence. 


Yes, with a modern life insurance portfolio — and 
career-training, too— no wonder he likes to sell 


John Hancock. 
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bing like a stone bruise.” He hac just 
finished reading an article written by 
a so-called investment consultant and 
published in a state medical society 
journal, that told exactly how a phy. 
sician could plan his financial future 
and end up rich. It gave insurance 
the complete brush-off. 

I asked this doctor to secure a copy 
of this article for me and, believe it 
or not, the demand for reprints of this 
series of two articles was so great that 
it was weeks before he could obtain 
the requested copy. Of course, when J 
did get it I found it filled with half. 
truths, innuendoes and outright un. 
truths. One example: 

“The insurance company pays out 
approximately 15% of everything yoy 
pay in during your lifetime just for 
selling the policy.” 


Cited Misrepresentations 


I then wrote a letter to my doctor 
friend pointing out three or four of 
these raw misrepresentations and then 
I concluded my letter with something 
like this: 

“Now a life insurance man, attor- 
ney, merchant—yes, even a physician 
—may lie to me once and get by with 
it. But, brother, if I know he has lied 
to me, it is my own fault if I ever go 
back a second time, isn’t it? 

“And furthermore, if he does man- 
age to catch me a second time, long 
enough for me to listen to him, any- 
thing he tells me in the future I am 
not going to allow myself to depend 
too much on the veracity of his state- 
ments. So it is with the author of this 
article you have become so excited 
about. 

“Frankly, I cannot conceive of an 
organization as highly thought of asa 
state medical society permitting an ar- 
article you have become so excited 
ered for print in its official journal 
without having unbiased and authori- 
tative sources check on the facts pre- 
sented. Probably they won’t attempt 
to, but surely, in my opinion, an or- 
ganization—for example—such as the 
National Assn. of Life Underwriters, 
or some other’ such _ organization, 
should have some recourse against 
such a dangerous article.” 

The point I am trying to illustrate is 
that I believe if you will analyze the 
meat of some of this propaganda, you 
can do more good by ridiculing than 
any other rebuttal. 


Got Inspection Report 


A little postscript to my experience 
with the above-mentioned doctor 
might be of interest. Because of the 
wild statements made in this article, I 
got to wondering what kind of a chart 
acter this author might be. So just for 
fun I asked a national credit agency 
to give me a report on him. At the 
same time I offered to make two bes 
with my physician pal and to give him 

(CONTINUED ON PAGE 16) 


a Service Guide. 


ACTUARIAL COMPUTING 
SERVICE, INC. 


1389 Peachtree Street, 

N.E., Atlanta 8, Georgia, 

i P.O. Box 6192, Tel. 
“~*— ‘TRinity 5-6727. 

a 
CONFIDENTIAL NEGOTIATIONS 
FOR SALE OF 
INSURANCE COMPANIES 

RALPH F. COLTON 


30 N. LaSalle St. Chicago 2, lll 
Financial 6-9792 
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Manhattan Life 


Named _ general 
agent at Brooklyn 
is the Reinis & 
Reinis agency. 
Herman Reinis, 
who has been gen- 
eral agent of Man- 
hattan Life since 
1944, is a_ past 
president of 
Brooklyn Life 
Managers Assn. 
and a former di- 
rector of the 
Brooklyn branch 
of New York City Life Underwriters 
Assn. His son, Joseph G. Reinis, joined 





Pat Owens 





Herman Reinis 


Joseph G. Reinis 


his father’s agency in 1951 and later 
was named brokerage assistant, super- 
visor and now co-general agent. 

Pat Owens has been appointed gen- 
eral agent at Fort Worth. Formerly 
with Mutual of New York, he entered 
the life business in 1951. 


American United 
Floyd E. Griffith Jr. has been ap- 
pointed manager at Kalamazoo. He 
has been in the business six years as 
agent and district manager. 


Provident Mutual Life 
Clayton R. Hurst has been appointed 
regional group manager at Los An- 
geles, 


Berkshire Life 


The Whelan-Frankford agency has 
been formed at New York. It was for- 
merly the Wolfson agency. The ap- 
pointment of Lyman R. Whelan, super- 





Herbert Frankford 


Lyman R. Whelan 


intendent of agencies since 1956, as 
Co-general agent followed S. S. Wolf- 
son’s announced resignation, effec- 
tive April 27. Mr. Whelan entered the 
life field in 1948 and was named man- 
ager of Connecticut General at White 
Plains, N. Y., in 1954. Herbert Frank- 
ford entered the life business in 1930, 
@ supervisor of the Wolfson 
agency in 1944, associate general agent 
aid vice-president of the agency in 
1954, and full general agent in 1957. 


Prudential 
Kenneth w. Walker, regional train- 
§ consultant at Milwaukee, has been 
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Changes In The Field 


appointed district manager at Hibbing, 
Minn., succeeding Howard L. Agee, 
who has been transferred to a similar 
post at St. Paul. Mr. Walker has been 
with Prudential since 1946. 

Carl P. Lundy, director of field 
training since 1954, has been named 
manager at Philadelphia to succeed 
William J. Gilmartin, who has retired. 
Mr. Lundy, a CLU, joined Prudential 
in Philadelphia in 1937. 


New England Life 


William E. Hays, general agent at 
Boston, has admitted three new part- 
ners to his general agency. They are 
Walter L. Downing, associate general 
agent since 1956; Raymond E. Desau- 
tels, who has been in charge of the 
brokerage division since 1954, and 
Robert R. Cave, general agent at Bos- 
ton of National Life of Vermont 
since 1957. All are CLUs. Mr. Downing 
joined the Hays agency in 1947 and 
was named training supervisor in 














Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 
underwriters. 
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Insurance 


Here’s just one of the reasons why 
LNL Group insurance has sales appeal 
for client and agent alike: The simpli- 
fied administrative procedures are 
packaged in a kit that is streamlined, 
indexed, and visual. 

Lincoln National’s simplified Group 
insurance is another reason for our 
proud claim that LNL is geared to help 


its fieldmen. 


The 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 











10 


1956. Mr. Desautels has been a member 
of the agency since 1941 and became 


brokerage manager in 1952. Mr. Cave, 


who is returning to the Hays agency 
to take charge of the district agency 
development program, joined the agen- 
cy in 1951 and became training super- 
visor in 1954. 

Three promotions in the Hays agen- 
cy at Los Angeles are: 


FieNATIONAL UNDERWRITER 


George Ferreira, brokerage manager 
since 1956, becomes assistant general 
agent and brokerage manager. 

Melvin P. Gundlach, with the agen- 
cy since 1955, is named assistant gen- 
eral agent and sales director. 


Massachusetts Mutual 


Herbert J. Mullen has been appoint- 
ed district manager at Stoughton, Wis. 


pointed general agent at Stamford, 
Conn. In the business 17 years, he 
has been with Ehn agency of Hartford 
since 1952. 


Bankers Of lowa 


Robert P. Gunthorp has been ap- 
pointed group supervisor at San Fran- 
cisco, and Steven W. Fargason group 
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HOME OFFICE 


Equitable Of lowa 

P.M. Henry, 
vice-president ang 
general —_counsg] 
and F. P., Benz 


D. Kenneth Elliott, who has been CER mei & A representative at Atlanta. : . 
with the agency since 1900, is ad- He entered the life business in 1953. auditor, have te. 
vanced from training supervisor to ° CITIZENS LIFE OF NEW YORK tire . Mr. Henry 
assistant general agent and training Mutual Trust Life has appointed Harvey R. Rubenstein joined the com. 
director. Harold S. Hodgdon Jr. has been ap- general agent at Newark. pany in 1922 ang 

became a trustee 





in 1928 and vice. 
president and gep. 
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L. L. Hill Jr. 


J. P. Harper 


1953, has been named assistant general 
counsel. 

C. R. Bahls has been named manage! 
of the premium accounting section, 
T. H. Holmes manager of the-con- 
mission section, and J. K. Horn man- 




















Ly ager of the status section. 

E : North American Accident 
is Claud C. Cox, administrative a 
ge sistant to the president, has been elect- 


éd secretaryxof North American At- 
cident of Chicago. He succeeds Hazl 
E. Boostrom, who retired May 1 afer 
32 years with the company. She hai 
been secretary since 1952 and a diret- 
tor since 1955. 

Mr. Cox joined North American At 
cident in 1955 after 14 years with Co 
tinental Casualty as assistant counst! 


Shenandoah Life 
William S. Hubard has been Pit 
moted to the newly created post of 
assistant general counsel. He Jol 
Shenandoah in 1954. 


We are proud to present to the insurance world this gallery of leaders in 
Life of Virginia’s Ordinary Agency Division. 


During 1958, each of these men personally, or as an agency executive, 
established an outstanding record. But even more than that, each sup- 
plied inspiring leadership to the whole Life of Virginia organization. The 
type of leadership that helps an ever-growing number of American in- 
dividuals and families to achieve “The Natural Bridge to Security”. 


THE LIFE OF VIRGINIA 


SINCE 1871 ¢ RICHMOND, VIRGINIA 


INSURANCE 


COMPANY John Hancock 


Assistant actuaries promoted 
associate actuaries are Elmer R. Be 
edict, Henry S. Huntington and wil 
liam L. O’Connor. Mr. Benedict J? 
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John Hancock in 1949, Mr. Hunting- 
ton in 1946, and Mr. O’Connor in 
1948. All are Fellows of Society of Ac- 
tuaries. 


West Coast Life 


Raymond  Des- 
ton has been elect- 
ed vice-president 
and director of 
agencies. He has 
been with John 
Hancock Mutual 
Life for 25 years, 
the past three as 
western vice-pres- 
ident at San Fran- 
cisco responsible 
for the seven west- 
ern states and 
Hawaii. 

With West Coast Life, Mr. Deston 
will be responsible for direction and 
expansion of agency operations. 

Mr. Deston began his life insurance 
career with John Hancock as an agent 
in the Paul F. Clark agency in Boston 
in 1933. Subsequently he was agency 
supervisor and agency assistant in the 
home office. During the war, he served 
in the navy, and shortly after retiring 
to John Hancock, he was appointed 
home office supervisor of field sales, 
and in 1948 went to San Francisco as 
general agent. He was elected western 
vice-president in 1956. 


Raymond Deston 


Massachusetts Mutual 


Charles H. Schaaff, executive vice- 
president and a director, has been 
elected to the executive committee. 

Michael Marchese, vice-president, 
has retired. He joined the actuarial 
department in 1913, became manager 
of the underwriting department in 
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1933. He advanced to assistant secre- 
tary in 1937, .underwriting secretary 
in 1949, and 2nd vice-president in 
1951. 

Dr. Howard B. Brown, chief medical 
director since 1956, becomes vice-pres- 
ident and medical director; Dr. Thom- 
as S. Sexton, medical director since 
1956, is named vice-president in charge 
of the underwriting and policy de- 
partments; Arthur Faulkner, under- 
writing secretary, is elected 2nd vice- 
president, and Ernest A. Carlson, as- 
sociate underwriting secretary, suc- 
ceeds Mr. Faulkner. 

Acacia Mutual 

Robert W. Hinton has been appoint- 
ed superintendent of agencies. In the 
business .12 years, he started with 
Commonwealth Life and rose to su- 
perintendent of agencies. He joined 
Southeast Life of Miami in 1956 as 
vice-president of sales. 


Occidental Of Cal. 


George T. Sibley has joined the 
company as assistant director of group 
training. 


FIRST COLONY LIFE has promoted 
Fred J. Sawyer Jr., director of salary 
savings, to director of sales. He has 
also been assistant regional manager 
of Franklin Life at Richmond and 
manager for Rhode Island of Acacia 
Mutual. 


BROTHERHOOD MUTUAL has ap- 
pointed Merle N. Rocke regional su- 
pervisor and director of group and 
pension sales and Richard W. Hossler 
home office field training supervisor. 


AMERICAN GUARANTY LIFE of 
Portland, Ore., has elected E. F. Teith- 
man, president, to the additional posi- 
tion of chairman. 
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Box 321, Northside Station 


THE FOUNDATION GROUP 


members millions of dollars yearly. 


TYRE H. RIMES, PRESIDENT 
SOUTHERN COLONIAL 
LIFE INSURANCE COMPANY 


We believe Membership in 


THE FOUNDATION GROUP 
will help us in 1959 to 


Triple our Business 


Prospects are good and our management 
team is unhampered by home office detail, 
thanks to THE FOUNDATION GROUP. 


saves its 


Here, through one efficiently run, well-organized office, is 
handled all detail work. Your time and effort can be left 
unhampered to concentrate on building sales. Let THE 
FOUNDATION GROUP do the chores for you: process 
applications, issue policies, mail premium notices, audit and 


pay bills, handle premium and general accounting. 


Qualify now for membership! Write to 


THE FOUNDATION 
GROUP 


Atlanta 5, Georgia 


Schedules 3-Day Workshop 


For Industry Executives 


An industry-wide executive work- 
shop on top management problems of 
life companies will be held in the 
home office of American United Life at 
Indianapolis, May 4-6. Fifty-five ex- 
ecutives, representing 42 companies, 
will attend the three-day program. 

The session will be under C. E. 
Gaines, director of the SMU institute. 
Visiting faculty members include 
Frank Whitbeck, president Pioneer 


ll 


Western Life; Edward F. O’Toole, 
Queens Village, N.Y.; W. R. Jenkins, 
president of Columbian Mutual Life; 
Kenneth L. Anderson, vice-president 
Insurance R.&R.; Hal L. Nutt, director 
of the Purdue institute, and Newell 
C. Munson, president of Associates Life 

Representing American United on 
the faculty will be Clarence A. Jackson, 
president and chairman; Alden P. 
Chester, chairman of the new business 
committee; Frank J. Travers, vice- 
president for securities; and Edward 
M. Karrmann, treasurer and controller. 








Over $710,000,000 
Life Insurance in Force 


Western Regional Office 
1243 N Street 
Lincoln, Nebraska 


National Executive Office 
852 Ridge Ave. 
Pittsburgh 12, Pa. 





NOW ONE MAJOR COMPANY 


KNIGHTS LIFE 


OPERATING COAST-TO-COAST 


THE KNIGHTS LIFE INSURANCE COMPANY OF 
AMERICA has been expanded into a major company with nation- 
al operations from coast-to-coast. It offers wider agency oppor- 
tunities in 21 States on this continent and the 50th State, Hawaii. 





Founded in Pittsburgh, Pa., as a combination company in 
1917, KNIGHTS Life attained more than $500 million of insur- 
ance in force with its organization concentrated in Pennsylvania, 
Ohio, West Virginia and Delaware. More than half is in Ordinary 
insurance. In these States, the Company will continue to offer 
Weekly Premium policies, in addition to Ordinary policies. 


KNIGHTS Life recently acquired the business and organiza- 
tion of The Union National Life Insurance Company of Lincoln, 
Nebraska, which had over $200 million of Ordinary insurance 
in force in the Western area from Indiana to Hawaii. The com- 
panies are combined into one—KNIGHTS Life. Accident and 
sickness, major medical and group contracts also are offered in the 
Western territory and will be extended to Eastern States. 


National agency efforts are in charge of Thomas J. McLaugh- 
lin, Vice President and Director of Agencies, Executive Office, 
Pittsburgh. George Milne, Jr., directs agency work in the Western 
Division as Vice President and Director of Ordinary Agencies, 
Western Regional Office, Lincoln, Nebraska. 


THE KNIGHTS ure 


INSURANCE COMPANY OF AMERICA 
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HeNATIONAL UNDERWRITER 


Editorial Comment 


Let's Bridge The Group Gap 


If and when the big no-limit group 
states like New York ever get around 
to putting limits on group term, the 
level will obviously be ‘way up yonder 
some place. Except for the small num- 
ber of agents selling among the ex- 
ceptionally well heeled, such limits 
will be the precise equivalent of no 
limits whatever. 

As a matter of mathematics, even 
the $20,000/$40,000 limit of the Na- 
tional Assn. of Insurance Commis- 
sioners model group bill might just 
as well be wiped off the books as far 
as the vast majority of life insurance 
buyers are concerned. With a 20/40 
limit, most employes can be given 
just about as much group as their 
employers would be likely to provide 
if there were no limits at all. Of 
course, with no limit, the favored few 
in a company or partnership get a lot 
more than with a 20/40 limit, but 
these buyers are such an infinitesimal 
part of the buying population that 
what they buy or don’t buy can affect 
only a comparatively few agents. 

The group limit problem, as it af- 
fects the agent, is not whether a Mam- 
moth Motors executive shall be al- 
lowed to have $40,000 or $400,000 of 
group term. Rather it is to have some- 
thing to sell to the great majority of 
group certificate holders who feel they 
are so adequately covered with group 
insurance that they have scant need 
for individual coverage. 

What is needed is a policy that will 
dovetail with the man’s group cover- 
age. That is, it would take care of the 
contingencies that group doesn’t cov- 
er, but would not force him to dupli- 
cate in his individual policy the death 
benefits provided by the group cover- 
age. This concept, which we’ve advo- 
cated editorially before, is not so 
strange as it might seem. 

Let’s look at it this way: Suppose 
you’re buying a car on the installment 
plan. But instead of having you buy 
a collision policy to protect its interest 
and yours in the event the car is 
smashed up, the finance company cov- 
ers all its financed cars under a single 
master contract. 

Of course, you also want liability 
insurance to protect against third- 
party claims that couid wipe you out 
financially. But your casualty compa- 
ny says, “Sorry, we sell only a pack- 
age deal—you can’t have liability alone. 
You have to take collision along with 
.”” 

You say, “But that would mean I’d 
be paying twice for collision, be- 
cause collision is included in the fi- 
nance charges and they won’t make 
me any allowance for getting collision 
coverage somewhere else.” 

Says your casualty insurer, “That’s 
too bad. But nobody has got around to 
inventing a separate liability cover- 
age. The overhead would be too high 
as a separate coverage. Or there might 
be adverse selection. Or something. 
You’ll have to pay twice for collision 
if you want liability on a financed 
car.” 


Doesn’t make much sense, does it? 
In fact, it makes so little sense that 
you have of course recognized that 
what we have been describing is 
based on purely imaginative premises. 
But aren’t these imaginary premises 
precisely parallel with what prevails 
in actual fact when it comes to supple- 
menting the admittedly incomplete 
coverage provided by goup term life 
insurance? 

It isn’t too difficult to convince the 
man who has a big bunch of group 
term as part of his employment com- 
pensation that the coverage is serious- 
ly deficient as compared with ordinary 
life or endowment insurance. But what 
can his agent do about remedying the 
situation? He can suggest, of course, 
that the prospect ignore the group 
term in his estate-building plans, but 
that would mean buying duplicate 
death coverage—paying for it once in 
the ordinary policy and once in the 
group coverage that he gets as part 
of his pay. 

Not surprisingly, such a _ course 
makes little sense to the prospect. But 
to purchase insurance that would 
bridge the gap between group and 
permanent insurance would not seem 
so wasteful. Moreover, it would tend 
to make him more open-minded about 
the deficiencies of his group coverage. 
Nobody likes to be told how faulty is 
the thing he possesses when there is 
nothing practical he can do about cur- 
ing it. But when a remedy is offered, 
it is only natural to look at faults 
more objectively. 

What the mechanics of such a sup- 
plementary policy should be we don’t 
know, but it seems hardly conceivable 
that it could present any greater prob- 
lems than those that have already been 
solved in the industry. 

One approach might be to write the 
coverage as an ordinary life policy but 
with a rider providing that the death 
benefit would not apply during the 
time that “valid and collectible” group 
insurance was in force for at least 
as much as the face of the supplemen- 
tary policy. For any year in which at 
least that much group insurance was 
in force, a special dividend would be 
paid, reflecting the cost of the death 
benefit for that year. 

Such a plan would build up emer- 
gency cash, loan, paid-up and extend- 
ed term values, plus retirement an- 
nuity benefits, none of which group 
term life insurance provides. Of course, 
it might be found that the insured 
would not save a very great amount 
of money by letting his group insur- 
ance take care of the death benefit. 

But that very fact should be a warn- 
ing signal to him that the reason 
group term coverage is cheap is that it 
is doing only part of his insurance 
job for him. It should force him to 
realize that to feel secure with tem- 
porary death-only coverage, however 
vast in amount, makes no more sense 
than to feel secure with automobile 
insurance that protects only against 
collision but offers no _ protection 


whatever against the far more costly 
hazard of third-party liability claims. 

There well might have to be some 
changes in state insurance laws to 
permit the writing of a group-supple- 
ment policy. But the need is so ob- 
vious that there should be no great 
difficulty in obtaining legislation. In 
fact, if experience is any indicator, it 
would be vastly easier than getting 
group limits enacted in the states that 
lack them.—R.B.M. 





Personals 


Malcolm V. Smith, supervisor of 
training of New England Life, has 
been elected president of the Massa- 
chusetts chapter of American So- 
ciety of Sales Training Directors. 


S. E. Brock, executive vice-presi- 
dent and managing director of Indus- 
trial Life of Canada, has been reelect- 
ed president of the Quebec branch of 
Canadian Red Cross Society. 


Charles G. Ashbrook Sr., president 
of North American Life of Chicago, 
has been elected a trustee of Denison 
University, Granville, O. Mr. and Mrs. 
Ashbrook are graduates of the school, 
as are their daughter and their son, 
Charles G. Ashbrook Jr., assistant 
agency vice-president, making a fifth 
generation of Denison alumnae. 


Byron K. Elliott, president of John 
Hancock, has been elected a director 
of the Pullman Co. 


Henry S. Beers, president of Aetna 
Life, and Frederic W. Ecker, president 
of Metropolitan Life, have been elected 
to the board of National Industrial 
Conference Board, an independent and 
non-profit organization for business 
and industrial fact-finding thri-ugh 
scientific research. 


Deaths 


ROY A. FROWICK, director of 
training schools of Bankers Life of 
Iowa, died at Des 
Moines after a 
long illness. He 
joined the com- 
pany in 1927 and 
after serving in 
various depart- 
ments, he entered 
the sales training 
department in 
1937. Mr. Frowick 
returned to Bank- 
ers Life after mili- 
tary service’ in 
World War II and 
became director of training schools in 
1951. 





Roy A. Frowick 


LAURISTON H. HANNAH, 73, a 
trustee of Equitable of Washington 
and retired vice-president and agen- 
cies manager, died of leukemia while 
en route to Suburban Hospital, Wash- 
ington. He began his insurance career 
in 1905 with Metropolitan Life, be- 
coming special assistant to the Wash- 
ington district manager in 1916. In 
1925, he joined Equitable. 


CARL A. ZOLLER JR., 68, who at 
his retirement in 1953 was director of 
the underwriting service of the Vet- 
erans Administration, died at Lewes, 
Del., after a long illness. As chairman 
of the committee on National Service 
life insurance, he planned, devel- 
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oped and expanded the insurance pro- 
for naval personnel, winning a 
commendation for his work. 


WAYNE D. HOLMBERG, 48, re- 
gional group manager of Salt Lake 
city of Occidental Life of California, 
died of a heart attack. He joined Occi- 
dental in 1945 and became regional 
group manager at Salt Lake City in 
1957. He was a president of Salt Lake 
city and Utah Assns. of Life Under- 


writers. 


McCLELLAN J. 
DONNELLY, 72, 
agent of Equitable 
Society at New 
Castle, Pa., died 
of a heart attack in 
Jameson Memorial 
Hospital. He was 
one of the founders 
of Million Dollar 
Round Table in 
1926 and became 
its chairman in 
1932. He had been 
with Equitable 
since 1916. 


NALU Urges Early 
Reservations For 


Annual Convention 


WASHINGTON—Because of the 
expected large attendance at the an- 
nual meeting of National Assn. of Life 
Underwriters at Philadelphia Sept. 
20-25, NALU is urging all who plan 
to attend to make their reservations 
promptly. 

The May issue of Life Association 
News, now being distributed, contains 
an application form for making hotel 
reservations. Those who do not receive 
Life Association News should write to 
the housing bureau, NALU Conven- 
tion, Philadelphia Convention & Visi- 
tors Bureau, Juniper & Filbert Streets 
Philadelphia 7, Pa., and not to NALU 
headquarters. Choice of hotel, price 
range desired, and expected arrival 
time should be given. 

The Bellevue-Stratford is the head- 
quarters hotel. Rates there are sin- 
gles $9.50-10.50, twins, $14-18, no 
suites, 

Other hotels and rates are the Bar- 
clay, no singles, twins $17-21, suites 
$30-60, Ben Franklin, singles $8.50- 
11.50, twins $15-17, suites $35; Shera- 
ton, singles $9.85-13.50, twins $15-17; 
suites $33.50-45.00; Sylvania, singles 
$7.50-8.50, twins $11.50-12.50, suites 
$25; Warwick, singles $13.50-15.50, 
twins $17-20, suites $28.50. 


M. J. Donnelly 





Chicago Group Assn. Panel 


To Discuss Retired Covers 


Chicago Group Assn. will present 
a panel discussion of group life, hos- 
pital, surgical and medical insurance 
for retired persons May 4 at Illinois 
Athletic Club. 

Representing the viewpoints of man- 
agement, labor and insurance, panel 
members will be Dr. Al Greath, vice- 
president Arthur, Stedry, Hanson, em- 
dloye relations consultants; Kenneth 
Barrows, secretary Bankers Life of 
lowa; Robert Myers, insurance man- 
‘ger Fairbanks-Morse; Lincoln C. Co- 
theu, group actuary Continental As- 
surance. 


May has been designated President’s 
onth of Indianapolis Life in honor of 
Valter H. Huehl’s 10th year as presi- 
he ind a $10 million goal has been 
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Senate Commiftee Inserts Much-Desired Changes In Tax Bill 


small-business deduction under both 
phase 1 and 2 from 5% to 10% of net 
investment income (as otherwise com- 
puted). The ceiling deduction of $25,- 
000, however, remains the same. Thus, 
the maximum benefit will be reached 
with an income of $250,000 instead of 
$500,000. 

4. The committee adopted an al- 
ternative to the deduction equal to 
10% of additions to non-participating 
reserves. In lieu of this deduction 
taxpayers may elect to take a deduc- 
tion equal to 3% of the current year’s 
premiums on non-participating poli- 
cies for contracts for periods of five 
years or more. 

5. The committee provided that net 
operations losses from the years 1955, 
1956 and 1957 may be carried forward 
to 1958 and subsequent years. 


10-Year Carry-Forward 


6. The committee provided that in 


lieu of the regular five-year carry- 
forward of net operations losses, new 
companies for their first five years of 


(CONTINUED FROM PAGE 1) 


existence are to have a 10-year carry- 
forward from each of these five years. 

7. The bill now provides that if a 
company in any year does not qualify 
as a life company any income on 
which the tax was deferred under 
phase 3 becomes due as of the end of 
the last year it qualified as a life 
company. The committee amended 
this to provide a two-year interval of 
non-qualification as an_ insurance 
company before this phase 3 tax be- 
comes due in such cases. However, if 
any of this income on which the tax 
was deferred is paid out in this two- 
year period the tax becomes due: on 
this amount. 


Provides for Division 


8. The committee changed the bill 
to provide in phase 2 for a division of 
all items of income, including tax- 
exempt income, partially tax-exempt 
interest and dividends received from 
other corporations, between the pol- 
icyholders and the life company. The 
portion of all items attributed to the 


policyholder are set aside and not tak- 
en into account in computing the life 
insurance company’s tax. The portion 
of the income items attributed to the 
policyholders is to be determined by 
expressing the policyholders’ require- 
ments as a percent of investment 
yield (net investment income plus tax 
exempt income etc.). 

The policyholder requirements (ex- 
cept for the use of the five-year aver- 
age) are determined in the same man- 
ner as the policy and other contract 
liability deduction under the House 
bill except that there is no downward 
adjustment in the requirements for 
tax exempt interest, etc. 

The life company’s tax base is then 
computed by subtracting from its 
share of tax-exempt interest, its share 
of 30/52 of partially tax-exempt in- 
terest, and its share of the 85% inter- 
corporate-dividends-received deduc- 
tion. An added statutory proviso makes 
it clear that in no event is any 
tax to be imposed on tax-exempt in- 
terest or on the 85% of intercorporate 
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dividends that are deductible under 
general code provisions. A somewhat 
similar revision was made in the 
phase 2 tax base. 

9. The committee decided to allow 
policyholder dividends, the 10% de- 
duction for additions to reserves for 
non-participating policies (or 3% de- 
duction for premiums) and the 2% 
deduction for group insurance to add 
to, or create, an underwriting loss 
which may be offset against phase 1 
taxable investment income to the ex- 
tent of $250,000 of such items. 

10. The committee adopted a_ pro- 
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vision preventing a double tax with 
respect to the reinsurance. 

11. The committee agreed to pro- 
vide in the case of organizations taxed 
as insurance companies but which 
would be exempt from tax as local 
beneficial associations under section 
501(c) (9) except for the fact that 
their investment income exceeded 
15% of their total receipts that—(A) 
under the phase 1 tax their actuar- 
ial reserves are to be treated as life 
insurance reserves even though not 
required by state law, and (B) under 
the phase 2 tax only a small propor- 


tion of decreases in reserves built 
up before 1958 arising from voluntary 
lapses of policies are to be taken into 
account in determining receipts. 


Treatment Of Redemptions 


12. The committee agreed that dis- 
tributions to shareholders in redemp- 
tion of life insurance stock are not to 
be treated as resulting in a phase 3 
tax if the stock was issued before 
1958, if the stock is limited as to divi- 
dends, and if the stock can be called 
at the option of the company at a 
premium of not more than 5%. 
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13. Although the phase 3 tax is not | 195 
to apply to 1958 income, the commit. | 2 
tee agreed to set up the shareholder, 
surplus account for income of 195. | ing 
Therefore amounts taxed in 1958 cay | py 
be paid out in subsequent years With. 
out first paying a tax on distributeg 
income of the subsequent year. 

14. The committee agreed in Dhage 
3 to lower the ceiling for the Policy. 
holders surplus account. The 60% 4 
ceiling was lowered to 50% in the case T 
of premiums. In the case of reserye 
the committee provided a ceiling g | on 
25% of additions to reserves since 
1958 or 15% of total reserves, which. 
ever is higher, instead of the Present 
single limit of 25% of reserves. 


Provides For Assessment Insurers 


15. The committee agreed to pro- 
vide assessment companies with a 
3% assumed rate of interest on theiy 
reserves for phase 1. Although they f gj 
set aside a portion of assessments a; |. 
reserves, since they have no assumed 23 
rate they technically would have jo 
policy reserve requirements without 
this change. 

16. Where a company has rejp. 
sured policies of assessment compe. 
nies and reserves of these comp. 
nies are used by the reinsuring com. 
pany to cover deficiency reserves anj 
loading expenses with respect to the 
reinsured policies, the committe 
agreed that the reserves are to qualify] 94 


as deficiency reserves to the exten the 
they do not represent loading ey. over : 
penses. Therefore decreases in_ thes that 
deficiency reserves (except for the erwis 
loading element) will not be treated two-t 
as taxable income. and tl 
Treatment Of Ceded Business ‘ be 


17. Where a company sold its en- 
tire industrial insurance business in 
1958, the committee agreed the sale is 
to be considered a capital transaction, 
Since capital gains and losses are not 
to be taxed in 1958 such transactions 
would have no tax effect in 1958. No 
implications are to be drawn from this, 
however, as to the tax treatment of 
such transactions in the future. 

18. The committee agreed to permit 
companies to make an election, fo 
1958 only, between the approximate 
and exact methods of revaluing pre 
liminary term reserves to a net level 
premium basis. Then under the con- 
mittee decision, the company would 
have a new election between thex 
methods binding for 1959 and subse 
quent years. 


Savings Bank Insurers 


19. The committee agreed to make 
it clear in the committee report that 
life insurance departments of mutud 
savings banks are to be treated # 
life insurance companies for all pu- 
poses of the bill. It also agreed t0 
provide in the statute that these de- 
partments of mutual savings banks alt 
to have until April 16, instead of until 
March 16, each year to determine the 
amount of their policyholder div- 
dends. 

20. The committee agreed to pt 
vide that foreign insurers may ™ 
phase 3 allocate the portion of a ds 
tribution that is allocable to U. § 
business on the basis of either U. 8 
surplus to total surplus (as in the bil) 
or on the basis of U. S. insurance lit 
bilities to total insurance liabilitié 
It also provided apportionment 
where a Canadian company mul 
izes, along the lines of those provi 
elsewhere in the bill. : 

21. Since under the bill capil 
gains occurring prior to 1959 are 1 
taxed, the committee agreed to . 
vide that proceeds from in 
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ayments received after 1958 on pre- 
1959 sales are not subject to tax. 

92. Where an insurer is required to 
shift to an accrual method of account- 
ing, an adjustment in income is taxed 
py a measurement which includes 
one-tenth of the adjustment in 1957 
income (then after this additional tax 
js determined, the final tax on the 
adjustment is 10 times this amount). 


Modifies 2-For-1 Limit 


The committee agreed to provide 
that in measuring the additional tax 
on this adjustment under 1957 law 
that the “two for one limit” (designed 
io tax investment income of over-cap- 
italized companies at 52%) is not to 
be taken into account solely by rea- 
son of this adjustment. It also agreed 
to provide that for the additional tax 
on the adjustment any effect of this 
additional income in reducing the 
special interest deduction (where in- 
yestment income was less, or only 
slightly exceeded, interest require- 
ments) is to be ignored. 

23. The committee agreed to make 
it clear under the bill that the interest 
paid deduction is to be available 
where a life company is required to 
make payments or credits on special 
contingency reserves of a non-forfeit- 
able character which it must hold as a 
liability under some group insurance 
policy, such as that authorized under 
the federal employes group life insur- 
ance act of 1954. 

24. The committee agreed to make 
the phase 3 tax gradually effective 
over a three-year period, with the result 
that one-third of the phase 3 tax oth- 
erwise payable in 1959 will be due; 
two-thirds of the 1960 tax will be due; 
and the full tax will be due in 1961. 

25. The committee agreed to treat 
variable annuity companies as life 
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companies for tax purposes and their 
reserves as life insurance reserves. 
The treatment is provided for a five- 
year period to give Congress an op- 
portunity to review the treatment at 
that time to determine whether they 
should come under the life insurance 
provisions or some special provisions 
should be adopted for them. 

26. The committee agreed to impose 
certain limitations on the application 
of phase 2 for the 1958 tax liability. 
If the phase 2 tax base for 1958 (af- 
ter deduction of the phase 1 base from 
gain operations and reduction of the 
remainder by 50%) exceeds the phase 
1 tax base, the phase 2 tax base is to 
be reduced by 10% of this excess. 


MDRT Breakfast Card 
Has Stellar Speakers 


(CONTINUED FROM PAGE 7%) 
stance of each speaker’s subject to en- 
able members to determine areas of 
interest where concurrent sessions oc- 
cur. 

Speakers for the remainder of Mon- 
day and for Tuesday and Wednesday 
have already been announced. 


Prof. Upgren To Speak 


Thursday, the final day of the meet- 
ing, will have as the featured speaker 
Arthur R. Upgren, Frederic R. Bige- 
low professor of economics at Macales- 
ter College, St. Paul, and former dean 
of the Amos Tuck School of Business 
at Dartmouth College. He will speak 
on “Life Insurance and Inflation.” 

Preceding Prof. Upgren’s talk will be 
three discussions of “What I Do and 
How I Do It.” Speech titles and speak- 
ers are “The Bigger They Are the 
Harder They Fall,” by Antoine Des- 
marais, Prudential of England, Mon- 
treal; “This Is My Arena,” by James 


C. Bradford, New York Life, Battle 
Creek, Neb., and “The Man At The 
Pump,” by Robert E. Castelo, North- 
western Mutual, Champaign, Ill. The 
trio will be introduced by William D. 
Davidson, Equitable Society, Chicago, 
immediate past chairman of the Round 
Table. 

The meeting will close with the pre- 
sentation, “Magnificent Obsession,” by 
Arthur F. Priebe, Penn Mutual Life, 
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Rockford, Ill., a past chairman of the 
Round Table, followed by closing re- 
marks from Chairman Smith. 


Hudson County (N. J.) Assn. of In- 
surance Agents, at its April meeting, 
heard Eston V. Whelchel, Newark 
manager of Provident Life & Accident, 
discuss life and A&S as the new in- 
come provider for fire and casualty 
agents. 
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Advises Attack On Life Insurance Detractors 


(CONTINUED FROM PAGE 8) 


odds of eight to five on either or both 
bets. 

1. That our so-called financial con- 
sultant-author would refuse to give a 
complete financial statement, and 

2. If he did give a financial state- 
ment, he wouldn’t show a net worth in 
six figures. 

In due time I received the report 
and I would have actually won both 
bets. Mr. Author declined all financial 
information concerning the financial 


affairs of his organization. The credit 
agency was able to find out, however, 
that his bank balance averaged in the 
low four figures; his office furniture 
and fixtures were valued at approxi- 
mately $500; he lived in a home owned 
jointly with his wife, valued at ap- 
proximately $15,000, which was en- 
cumbered, and they added that due 
to the joint nature of title on this 
home, it would not be readily avail- 
able for credit purposes. 








HieNATIONAL UNDERWRITER 


Maybe this approach to the situation 
shows that I am getting vindictive in 
my old age but it always tickles me 
when some high-powered investment 
counselor can tell other people how to 
make a million bucks but he operates 
out of an office with $500 worth of 
furniture and fixtures and lives in a 
$15,000 home with a mortgage on it. 

One other thing that I have used 
with some success—if there ever was 
a real need for mutual funds with 
their supposedly professional manage- 
ment (at tremendously high acquisi- 
tion costs—and that “if” is a big one 
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with Manhattan Life Group Life Features... 


1...NEW ENTRANTS * 
Full Coverage Regardless of Age 


No reduction due to employee’s age. 


2...AT RETIREMENT AGE * 
After 65, full insurance benefit may be continued 
with no reduction in amount of protection 
because of age. 
3...AT TERMINATION OF ACTIVE EMPLOYMENT * 
Guarantee of Conversion to Single Premium Whole 
Life, as well as annual premium on most plans. 








EXPERIENCE 
SHOWS 





that any feature 
shown here can 


Now check these Group Life Underwriting Features 


V Age of the covered individuals is not an underwriting factor... Vv Salary of 
the individuals is not an underwriting factor*...V Firm commitments available 
without necessity of submitting names of prospective insureds... V Our under- 
writing is completely independent of any group life already in force or currently 
being applied for.* 


*Subject to such state limitations as may apply. 





close a Group 
Life sale for you! 















Home Office: 111 West 57th Street, New York 19, N.Y. 





Are you Looking for Excess Amounts? 
(over and above the liberal amounts Manhattan Life guarantees) 
note this: excess amounts are underwritten with full benefits of our 


EQUALIZATION FACTOR which is particularly important for impaired risks. 
Conversion later available at rating established by the Equalization Factor, 


Insurance in Force 


THe Mannattan Lire + INsuRANCE COMPANY 


of NEW York, 


P. Ss. 


For full information, PHONE YOUR 
MANHATTAN LIFE GENERAL AGENT. 


YES, COMMISSIONS ARE PAID 
ON GROUP CONVERS/ONS 
under prescribed reporting plan. 
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in my mind)—the mutual fund boys 
were never around when we really 
needed them. At least in our are; 
there is not one mutual fund salesman : 
alive and kicking today who wa , 
shouting from the roof tops back in 4 
‘28 and ’29. If we needed them, ang 
again I underline the “if,” it was jp 
the 30s but they just weren’t ther 
They are strictly a product of boom 
markets and so they come back on the 
scene, encourage people to buy x 
these high prices and then—bingo! 


State Mutual Life Adopts 


Quantity Discount Policy 

State Mutual Life has adopted , 
quantity discount policy on individy 
life contracts. The new premiyn 
schedule includes a_ lower rate pe 
$1,000 for basic policies with fag 
amounts of $10,000 to $24,999, ang, 
still lower rate for those with far 
amounts of $25,000 or more. 

Other types of contracts such a 
family, parent and children, and single 
premium life and endowment policie 
may also be quantity discounted. Spe. 
cial class extra premiums and prepj. 
ums for supplemental benefits, hoy. 
ever, receive no reduction. 

A dividend adjustment will be mag 
for existing business according 
policy size, effective with dividen 
due and payable Jan. 1, 1960. Auto. 
matic convertible term and five-yex 
renewable term policies for $10,000 « 
over, in force on April 1, will aut. 
matically receive the new rates upm 
conversion of renewal. 


New York Life To Add 300 


Apartments To Developmen 

New York Life will break grou 
late this fall for a 21-story air-coni- 
tioned addition to its Fresh Meadoy; 
community development in Queen 
N. Y. The new structure will adi 
some 300 apartments to the presen 
3,000 units. 

The existing 13-story buildings o 
the development are also being r 
wired and a kitchen renovation is u- 
der way, both of which will add up t 
a cost of more than $2 million. 

Since Fresh Meadows became full 
occupied 10 years ago, other facilities 
have been added to meet the expani- 
ing needs of residents, including new 
buildings for a public library and: 
post office substation. A police pr 
cinct station has been installed ai 
new businesses have moved into th 
development’s three shopping areas. 

Members of John Hancock’s hom 
office staff will present the Broadway 











































Si 
hit “Pajama Game” in John Hancock = 
Hall on May 13 and 15. Leading role 
will be played by Arthur Kinder, :} The | 
member of the city mortgage stall own , 
and Becky Smith, a nurse in th film 
medical clinic. F 

now a 

MANAGEMENT | 
a CONSULTANTS D 
. CoO 
O'TOOLE ASSOCIATES 
Management Consultants teeeee 
To Insurance Companies DuKane 
Established 1945 nes 
220-02 Hempstead Avenue ance sell; 
Queens Village 29, N. Y. OQ Our o 
ee FO Infor: 
») CONSULTANTS GEE Name 
IN MARKETING AND MANAGEMENT Company 
FOR THE INSURANCE 






Associatts 
521 FIFTH AVENE 


Frank LANG 
ONE NORTH LASALLE ST. 
CHICAGO 2, ILLINOIS 
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If You Had to 





DREAIVI UP 


the Ideal Audio-Visual 


Selling Tool 


Easy to use in any room 
and under all kinds of light 
conditions... Quick set-up 

and no fussing around 
with plugging things in and 
focusing ... Light and 
compact, easy tocarry... 
A machine that will 
help me to concentrate 
on my sales approach 
... Inexpensive. 





Attractive and 
businesslike for use in 
home or office 
...- Adaptable to a wide 
variety of sound 
slidefilms for selling my 
various programs 
...A machine that will 
save time for me, so 





I can make more calls 
MILLION ...A sales tool that 
DOLLAR will focus the prospect’s 
MAN attention on my story. 


It would have to be 


th DoKane 


Uf 0p 


You just open it 
and plug it in 






Self-contained 
screen, 


Attractive, sturdy 
carrying case 


No room darkening! 


Uses standard 35mm film 
and 45 rpm viny! record 


Simple controls 


The Flip-Top is adaptable to your 


own custom-produced sound slide- 
film program, or to the stock films 
now available for insurance selling. 


Dukane 


CORPORATION 


St. Charles, Illinois 


oe 
CCC eo ecrccrccccneeeeeeeeeeseoeeees 


DuKane Corporation, Dept. NU2, St. Charles, Ill. 


Please tell me more about the Flip-Top in insur- 


ance selling. I am especially interested in 
B Our own custom-produced sound slidefilms. 
Information on Stock films for insurance selling. 





Company__ 





\\ antl? 





Address 












City & State. 





Home Office Life 
‘Underwriters Set 
Card For Annual 


The program has been announced 
| for the annual meeting of Home Office 
|Life Underwriters Assn. May 11-13 
lat the Edgewater Beach Hotel, Chi- 


Walter O. Menge, president Lincoln 
National, will be guest speaker Mon- 
|day morning. 
groups are scheduled for Monday after- 
noon. Subjects and moderators are: 
'“Persistency Underwriting and Con- 
|servation Procedures,’ Paul H. C. 
Haggard, Phoenix Mutual; “A Pot- | 
pourri of Recent Underwriting Trends — 
and Problems,” Richard P. Petersen, 
Bankers Life of Iowa; and “Underwrit- 
ing of Additional Indemnity, Waiver 
of Premium and Disabilities,” J. Hen- 
ry Smith, Equitable Society. Speaking 
Tuesday morning will be John R. 
Occidental of California, 
“Why Inspections?”; Douglas T. Weir, 
North American Life of Toronto, “The 
Theory of Financial Selection and Its 
Practice;” and Frank H. David, Pru- 
“Developments in Aviation 
Underwriting.” Alton P. Morton, Pru- 
dential, will review trends in industrial 
insurance, and a panel discussion on 
debit underwriting procedures will fol- 
low. Riley B. Carter, Peoples Life, will 
moderate, and panelists will be Paul 
E. Choate, National Life & Accident; 
John B. Ensor, Monumental Life; and 
W. R. Nelson, Prudential. 

The occupational session will be held 
Wednesday. Two films will be shown 
and speakers will be Earl C. Rothlein, 
Prudential, “Off Shore Oil;” Dr. Robert 
H. Flinn, U. S. Public Health Service, 
“Prevalence of Silicosis in the United 
States;” Chester F. Barney, American 
United, “Automobile Racing Drivers;” 
Col. Reuel C. Stratton, Travelers, “Nu- 
and Jules B. Quint, 
Metropolitan, “The Occupational Mor- 
tality Study by the Registrar General 
of England and Wales.” 


Nw Mutual Records Good 


Gains In Ist Quarter 


Northwestern Mutual Life had over- 
all gains in the first quarter of 1959. 

New mortgage loan, real estate and 
security investments totaled $91.2 mil- 
lion and will yield an average return 
of 5.26%, according to President Don- 
ald C. Slichter. 
billion, up 4.4%. 
were $2.26 billion in bonds, stocks 
transportation equipment, and 
$1.33 billion in mortgages and real es- 


Informal 


| Pullman, 


clear Energy;” 


Benefit payments, including divi- 
dends, were $72.1 million, up 3.2%. 
Dividend payments, including the first 
quarter disbursement of the compa- 
ny’s seventh consecutive annual div- 
idend increase, were $20.8 million, up 


The size of the average new policy 
issued was $10,786, an all-time high. 
Income in the first quarter was $162.7 
million, a 3.2% rise. Insurance in force 
rose to $9.5 billion, with 1,638,092 pol- 


Wis. Fraternal Congress Elects 


Wisconsin Fraternal Congress has 
elected Herbert Voecks, Aid Assn. for 
Lutherans, president, succeeding Wil- 
liam L. Wenger, National Mutual Ben- 
efit, Madison. Other officers are Doug- 
Catholic Family Life, 
vice-president; 
Brachman, Bertram agency, Milwau- 
kee, secretary, and Charles G. Lawler, 
Catholic Order of Foresters, Cudahy, 
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discussion 


costgemnntenre nce 


information 
inspiration 
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Look at the sales reported by just one 
student, who had been in business only 
9 months when he started the course, dur- 
ing the 8-month period he was taking the 
R&R 
TAX AND BUSINESS INSURANCE COURSE 
Field Report Category Sales Reported 
5A Sole Proprietorship $ 32,000 
8A Partnership 47,000 
10A Corporation 165,500 
13A Key Man & Other Uses 60,000 
21A Estate Protection 149,000 


TOTAL $453,500 


If you, too, are interested in learning how 
to make sales like these, write us today 
for descriptive literature about our 


"TAX AND BUSINESS INSURANCE COURSE 


H & REVIEW SERVICE 


of America, /nc. 


HWILBERT RUST, C.L.U. President 
INDIANAPOLIS, INDIANA 








ACTL 


ARIES ailll 











RICHMOND 





BOWLES, ANDREWS & TOWNE. Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
ATLANTA 
PORTLAND 


NEW YORK 








DONALD F.. CAMPBELL 
Consulting Actuary 
188 W. Randolph St. 


Chicago 1, Ill. 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 

2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 














Milliman & Robertson, Inc. 


Consulting Actuaries 
914 Second Ave. 400 Montgomery St. 
Seattle 4, Wash. San Francisco 4, Calif. 
210 W. Seventh St. 
Los Angeles 14, Calif. 








CHASE CONOVER & CO. 
Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 
332 S. Michigan Ave. 


Chicago 4, Ill. 








Assets were $3.92 
Included in assets 


COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Froncisco Denver 


los Angeles 








WILLIAM C. CONLEY 
Consulting Actuary 


Lansing and Detroit, Michigan 
811 American Bank Bldg., Lansing 68, Mich. 





NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 














THE J / 
ow Fa / Vhact ompany 


inconpofna 


CONSULTING ACTUARIES 

















RINTYE, STRIBLING 





Philadelphia 3, Pa. 


Lenard E. Goodfarb, F.S.A. 
Consulting Actuary 


Market Street National Bank Building 
Rittenhouse 6-7014 





& ASSOCIATES 
Consulting Ach i Accountents 
Pension Consultants 
William-Oliver 8 Atlanta 


Idg. 
JsAckson 3-7771 

















Marie 


Consulting Actuaries 


Accountants 





E. P. HIGGINS & CO. 


(Frank M. Speakman Associates) 


Bourse Building 
Phila. 6, Penna. 


Sita pa & eh 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 








New York 17, N.Y. 
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WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicage office— 
175 W. Jackson Bivd. Individuals placing ads are requested to make payment in advance. 
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office staff. 


175 W. Jackson Boulevard 


Exceptional 
GROUP SALES OPPORTUNITY 
in Little Rock, Arkansas 


If you have at least three years of successful group sales experience, 
and are age 35 or under, you will find this managerial and sales 
opportunity well worth investigating. A group insurance pioneer, 
the company ranks among the nation’s leaders in both group busi- 
ness volume and group experience. 

The man who fills this position should be a college graduate. 
He will begin his new job with a good salary and the assurance 
of future increases based on accomplishments. He will have a 
company car, good working conditions, and the same excellent 
retirement plan and employee benefits available to the home 


The company has enjoyed excellent growth in the past and looks 
forward to continued growth in the future. If your qualifications 
fit the job and your ambitions include personal growth, we would 
like to talk with you. Write in full confidence to: 


BOX F-91, 
c/o THE NATIONAL UNDERWRITER COMPANY 


Chicago 4, Illinois 








UNUSUAL OPPORTUNITY 


Progressive eastern life insurance company, with over a billion 
and a half dollars of life insurance in force, has unusual oppor- 
tunity available for a man qualified to train agents and managers 
from home office level. This man should have had successful expe- 
rience in training work both in the field and home office. In addi- 
tion, he should have creditable record of personal production and 
preferably be between 35 and 40 years of age. The wide scope 
of the company's program makes this an excellent position for 
the right man with unlimited opportunities for advancement. 


Replies will be held in strict confidence. Write, giving background 
and experience to Box G-16, c/o The National Underwriter Com- 
pany, 175 W. Jackson Blvd., Chicago 4, Illinois. 








EXECUTIVE 
OPPORTUNITY 


Life company on West Coast is looking 
for a man to head its agency force. Man 
we want is a success in his present work, 
but currently dissatisfied with his prospects 
for advancement. He is experienced in de- 
veloping a successful Ordinary agency 
force. Has Sales Management know-how, 
is aggressive, and of unquestioned per- 
sonal character and reputation. All appli- 
cations will be held in strict confidence. 
Give full details by letter, including recent 
photograph and initial income require- 
ments. Address Box G-17, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








SUPERVISOR 
ACCIDENT & SICKNESS DEPARTMENT 


Unusual opportunity for qualified man to head 
an expanding department in Atlanta for one of 
the poate Howie multiple line stock companies. 
Complete line of accident and health policies. 
Large office, challenging position requiring 
good administrative abilities. Responsibility for 
production, underwriting, and service. 


Successful applicant must have  bonafide 
_—_ experience with first line company. 
Under 


Send complete résumé to Box G-II, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 














DESIRE HOME OFFICE 
SALES EXECUTIVE 
to Head Ordinary Life and A & H Department. 
Old, Sound, Established C di 
merchandising in 35 states. 





tails of background to Box F-99, c/ 
tional Underwriter Co., 175 W. Jackson Blivd., 
Chicago 4, Ill. 
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Insurer Births Result From $2 Stock Seduction 


(CONTINUED FROM PAGE 5) 




































Fidelity Bankers Life, Va. .........:cccceeeeeees 8 
First Colony Life, Va. .... ; 9 
First Federated Life, M 66 
First National Life, Ariz 12 
First Pyramid Life, Ark. .... 65 
First United, Ind. 834 
Florida Home 37 
General Guaranty, Fla. .cccccccseseeseseees 334 
General Ins. Investment, Tex. ...............06 1% 
General Life, Ark. 3% 
General Service Life, D. C. 0... eee 14 
Gibraltar Life, Tex. 14 
Gibraltar LiFe Wd. TOK. oeccccccesescrsesseesencoses 15 
Great Atlantic Life, Fla. ........ i 3 
Gr. Commonwealth Life, Tex. 234 
Great Fidelity Life, Ind. ..... 5'2 
Great Plains Life, Tex. . 40 
Great Northern Life, Ind. . 212 
Great Western Life, Okla. ..... 2 
Guaranty Services Life, Ala. 9 
Home Owners Life, Fla. «0.0.0.0... eae 8 
Ill. Mid-Cont. Life cece, 
Ins. City Life, Conn. 29% 
Ins. Co. of the South, Fla. ......... ccs 338 
Ins. Corp. of Am., Ind. ..... ne 634 
InsurOmedic Life, Tex. 242 
International Life, Tex. . 1% 
Ynterstate Life, Texas. .......... hes 6 
Liberty Life & Acc., Mich. 1% 
Life of Ala. 26142 








Agency 
Supervisor 
Wanted 


An old line legal reserve life insur- 
ance company located in the Southeast, 
now in its 52nd year of successful opera- 
tion with over a billion in force, is seeking 
the services of a qualified person to super- 
vise its present organization in the state of 
Georgia and to build new organizations. 

A similar opening is available for 
a territory comprised of the states of North 
and South Caroiina. 





The person must have had life insur- 
ance selling experience, and it is preferred 
that he have had supervisory experience. 


An attractive salary and bonus ar- 
rangement will be made with the person 
selected. Reply in strict confidence to Box 
F-81, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








WANTED—OVERSEAS AGENTS 


An old North American Life Insurance Com- 
pany with the largest and most aggressive 
life insurance agency in Europe is offering 
90% district agent’s contracts to a limited 
number of high caliber agents selling to mil- 
itary personnel stationed in Europe. Present 
agents selling up to three million a year. 
Wonderful income tax advantages for those 
who remain overseas 18 months or longer. 
Financing available. For further details send 
complete résumé and photo to Walter J. 
Bush, Overseas Manager, Wilhelm Leuschner 
Strasse 88, Frankfurt/Main, Germany. 








SALES MANAGER FOR 
CALIFORNIA COMPANIES 


Over-all sales manager of a combined life, 
casualty, and fire operation. Our com- 
panies are 10-year-old affiliates of the 
California Farm Bureau with a total pre- 
mium volume of over $8,500,000. 

We need a man who has both a thoroughly 
successful life sales and sales management 
background and solid experience in casu- 
alty and fire. Prefer a college graduate, 
age 40 or under. Write to Box F-92, c/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 











CHIEF UNDERWRITER 


Small, fast growing, well financed, 15 year old 
Life Insurance Company in greater Los Angeles 
area has opening for Chief Underwriter. Mini- 
mum five years insurance experience including 
policy issue. Must be capable supervisor and 
good administrator. Interviews at our expense. 
Send work history, personal résumé and snap- 
shot to Box G-6, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 














Life Of Maine — 4y 
Life Ins. Co. of the South, N. C “f 





































Life Ins. Sec. Corp. . 4% 
Life Und. Ins. Co., La. 63, 
Loyal Amer. Life, Ala 5Y, 
Maine Fidelity Life .... 2B 
Maryland National Ins 141, 
Midwestern United Life, Ind. 37° 
Municipal, III. wy 





Mutual Savings Life .................cceee 2 8, 


National Bankers Life, Tex. .............000.. 58 

National Life & Cas., Ariz. GH 
National Sec. Ims., Ala. wees 4% 
National Union Life, Ala... 63 
Nebraska National Life ..........:ccsssseseess Bu, 
Occidental Life, N.C. eeccsecsssseesnnnn, 1 
Oil Industries Life, TeX. 0... “Wy 
Old American Life, Mo. et 

Old National Ins., Tex. ....cccccccceeeecccsene 6Y 
Old Surety Life, Okla. oo... bs 
MPM AMS, | PTR ois ssscsecessaseaessscesacesseseainessasicns 15, 
Peninsular Life, Fla. ...........scccscssscscscssesesessseee 2, 
Perpetual Life, Coll. ..............ccscsssscesesssscssseses 1-3/16 
Physicians Natl. Life, Ala. ..........cccccccuees 1 

Pioneer Life & Cas., Ala. ween 6 

Pioneer Res. Life, Okla. 0.0.0... 2 


Pyramid Life, N. C. 
Reinsurance Invest., 
Reliance Life, Ga. ............. 
Reliance Life & Acc. 
Seaboard Life, Fla. 
Security Am. Life, Tenn 
Seminole Life. Fla. 
Service Life, Tex. ................csssceees 
Skyland Life 
South Coast Life, Tex. 
Southern Fire & Cas., Tenn. 
Southern States Life, Tex. . 
S. W. American Life, Tex. 
Southwestern Indem. & Lif 
Southern Union Life, Tex 
S. W. Reserve Life, Tex 
S. W. Union Life, Tex. 
Standard Security Life, N 
Standard Union Life, Ala. 
State Fire & Cas., Fla. . 
State Life, Colo. ...............ccsccsese 
Tex. Cont. Life 
Tex. Reserve Life 
United Bkers. Life, Tex 
Union Trust Life Wis. ......... 
United ge ae a 
nd. 











University National Life 
Vulcan Life, Ala. 
Wabash Fire & Cas., Id. wees 3% 
West Rep. & Pymouth Life, Tex. te 
Western Reserve Life, Tex. onc. 10 


Continental Assurance 
Coast Leaders Meet 


Leading Pacific Coast general agents 
and managers of Continental Assur- 
ance met for a “spring conference” at 
Ojai, Cal., April 27-29. John T. Grant, 
resident vice-president of the Pacific 
department, arranged a series of round 
table meetings in which a number of 
home office executives participated, 
including Robert B. Hamor, vice-pres- 
ident and director of agencies; Dr. 
Clifton L. Reeder, vice-president and 
medical director, and Paul C. Green 
and Charles W. Kraemer, superintend- 
ents of agencies. 

Continental’s new ‘“Home-Guard” 
package insurance and the adoption 
of new brokerage methods and systems 
aimed at more efficient operations 
were among the principal topics up 
for discussion. Mr. Hamor disclosed 
the company is setting up a “policy- 
holder’s lead bureau” involving a new 
and selective approach to continuing 
and renewing customer contact. 

Dr. Reeder reviewed underwriting 
practices on sub-standard risks and 
stressed the need for agents to supply 
sufficient information to increase the 
possibility that such cases would be 
accept ablJ«: or ratable. 

; 














La. Commissioner Ordered 
To Return $100,000 To 


Southern General Life 


Louisiana district court has ordered 
Commissioner Hayes to return $100; 
000 in coupon bonds, presently on de- 
posit with the state treasurer, to the 
defunct Southern General Life, 
show cause why he should not do s#. 
The order resulted from a petition by 
the company, in which it complained 
that although its last outstanding pol- 
icy has lapsed and there is no | 
need for the state to keep the deposit, 
Commissioner Hayes has “arbitrat 
refused to return the money.” E 


reduce 
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Agents File Answer In Bank-Loan Suit 


(CONTINUED FROM PAGE 2) 


able yearly to Newton, the result 
would be not only that the interest 
income to Newton would be taxable, 
put that the difference between what 
Newton paid and the maturity value 
of the policies would be charged to 
Newton as taxable income in the year 
in which the policies matured. 

One other example was cited in the 
answer in which the Newtons 
“earned” that the taxes upon realiza- 
tin of cash value in excess of net 
cost would result in a tax imposition, 
and it is stated that the Newtons also 
“earned” that when they purchased 
a single premium retirement annuity 
from Dominion Life, they could not 
withdraw it at any time during the 
first few years or reduce it in amount 
without sustaining a loss. 


Continued Bank-Loan Plan 


Having such information, Steadman 
and Wentner declare, the Newtons 
were fully aware of their rights, but 
“chose nevertheless to continue said 
bank-loan plan in operation and ef- 
fect, to recognize all annuities and 
policies of insurance connected with 
said bank-loan plan and to accept the 
benefits of insurance protection there- 
under, to assign annuities and the 
policies of insurance to banks as se- 
curity for loans, to request the in- 
surance companies for acceptance of 
premiums in advance, to execute notes 
payable to the order of banks for loans 
made to pay premiums on insurance 
policies securing said loans, to pay in- 
terest on said notes, and to claim said 
interest payments as deductions from 
their income tax returns from the 
respective dates of said discoveries, as 
alleged herein above, up until the fil- 
ing of plaintiffs’ complaint herein.” 

During the time the bank-loan plan 
was in effect, Steadman and Wentner 
charged the Newtons were making 
many new agreements and engage- 
ments respecting the plan, including: 

—Withdrawing accumulated div- 
idends in cash. 

—Withdrawing unearned advance 
premiums and using the proceeds to 
reduce the current bank loans. 

—Obtaining additional bank loans 
for the purpose of paying premiums on 
insurance policies. 

—Consenting to the transfer of loans 
from one bank to another. 

—Requesting loan brokers to obtain 
renewal of a loan for six months in- 
stead of the usual year. 

—Having the policies on the chil- 
dren changed to reduced paid up in- 
surance. 

—Requesting the policy in B.M.A. 


be withdrawn from the _ bank-loan 
plan. 

—Borrowing an additional $5,800 
from Cleveland Trust Company in or- 
der to pay off the heirs to the New- 
tons’ home ranch. 

Albert Newton wrote in 1958 to 
Steadman of intention, subsequently 
carried out, to cash in all single prem- 
ium annuity contracts and a $100,000 
10-pay life policy to reduce the loan 
at the First Wisconsin Bank to less 
than $100,000 and to consolidate older 
policies acquired prior to 1951 with 
Detroit bank-loan policies. 

Later, the agents assert, Albert 
Newton requested that an annuity 
contract with Manufacturers Life, 
held by the Detroit bank as collateral, 
be cashed and the proceeds applied to 
the reduction of the loan, and added 
he wished to consolidate the reduced 
Wisconsin bank loan with the Detroit 
bank loan. 

On June 11, 1958, according to 
Steadman and Wentner, the Newtons 
wrote that they wanted to have pre- 
pared a plan of amortization of the 
principal of the loan, saying that the 
Newtons planned to drop part of the 
annuity contracts and go to their 
mutual funds for amortization of the 
principal. Seven days later the New- 
tons wrote they were anxious to get 


Stocks 


By H. W. Cornelius, Bacon, Whipple & Co., 
135 S. LaSalle St., Chicago, April 28, 1959 
































Bid Asked 
$ $ 
Aetna Life 248 253 
Beneficial Standard .............ccseee 1314 1444 
Business Men’s Assurance ......... 40 41% 
Cal.-Western States... 106 
Commonwealth Life ... 25 
Connecticut General ......... 378 
Continental Assurance .... 143 
Franklin Life ...............c0 9312 
Great Southern Life... 88 
Gulf Life 2512 
Jefferson Standard 20... 92 
Kansas City Life ........... 1620 
Liberty National Life 50 
Life & Casualty ........ 22 
Life of Virginia ........... 55 
Lincoln National Life 226 
National L. & A. .......0.... 114 116 
North American, II]. .... 17 18 
Nw. National Life ......... 99 103 
Ohio State Life ....... 305 320 
Old Line Life .........0.00.. 63 65 
Republic National Life 15 172 
Southland Life ............. 97 100 
Southwestern Life 0... ese 150 155 
Travelers 891 91 
United, Ill. 39 41 
U. S. Life 45 4642 
Washington National 1.0... 61 66 
W-sconsin National Life ............ 89 94 








Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65—at guaran- 
teed premium rates, non-aggregate, no house confinement, 


optional 







TTT. 


hospital-surgical-medical benefits. 
benefits from one year to Age 65—Accident from 

two years to lifetime. (Also participating life 
insurance and all types of group insurance! ) 


Sickness 


Expansion program provides openings for 
qualified General Agents in selected areas. 





Loyal Protective Lire INSURANCE COMPANY 





BOSTON 15, MASSACHUSETTS 





the plan of amortization “as they felt 
that something should be done to get 
out from under these high interest 
rates.” In the succeeding 30 days, the 
Newtons, according to the agents, 
negotiated with Policyholders Service 
Bureau, loan brokers, with the end in 
view of transferring the loan from 
First Wisconsin National Bank to var- 
ious insurance companies and pay off 
the loan. 


Would Transfer Loan 


The answer goes on to say that in 
October, the Newtons wrote Steadmen 
that they had wired Policyho’ders 
Service Bureau that their local bank 
would now cooperate in transferring 
the loan from Wisconsin and to reply 
by wire what interest rates could be 
secured on the new loan, and also re- 
quested the agents to send life in- 
surance assignment forms for each 
policy. 

On or about Oct. 14, 1958, the New- 
tons negotiated with Policyholders Ser- 
vice Bureau for consolidation of their 
bank loens in one bank, and requested 
the bureau to secure a new loan for 
$225,000 at 4% interest. Steps were 
taken to have the entire loan trans- 
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Ill. Agents’ Annual, 
Sales Congress Slated 
For Springfield May 15 


The annual meeting of Illinois Assn. 
of Life Underwriters May 15 at the 
Leland Hotel, Springfield, will be held 
in conjunction with a sales congress 
the following day sponsored by the 
local association. 

A feature of the state organization’s 
meeting will be the Illinois Leaders 
Round Table luncheon. Speaker will 
be Earl C. Jordan, Massachusetts Mu- 
tual general agent at Chicago. 

On the sales congress program will 
be William D. Davidson, Equitable So- 
ciety, Chicago; Robert C. Donley, as- 
sociate editor Insurance Salesman; O. 
Alfred Granum, Northwestern Mutual, 
Chicago, and Joseph E. Burger, public 
relations director H. V. Nootbaar & 
Co., Pasadena, Cal. 





ferred to the Bank of America at 
Yreka. 

Steadman and Wentner’ contend 
that the Newtons thereby waived their 
rights, if any, to claim damage. 





for Agency Growth! 


Indianapolis Life provides 
its general agents with a 


consistent with safety: 


Career compensation plan, 


Business and tax seminars, 


Special college senior plan. 


Watter H. Huent, President 





A HEALTHY CLIMATE 


“healthy climate” for producing a 
successful and profitable agency. 
@ A full line of popular, modern, low-cost 
policies—Jife, accident, sickness, hospitalization, 
and major medical—backed by a company of 
unexcelled financial strength with an 
enviable 54-year record of quality service 

to policyowners at the lowest cost 


@ A substantial training allowance together 
with all the tools for building a productive 
and profitable agency including: 


Production incentive agreement for new men, 
Basic and programming schools, 


Check-o-matic and premium deposit plans, 
@ Liberal commissions for agents and general 
agents plus life-time service fees... 


hospitalization and major medical benefits . . . 
group life... and a non-contributory pension plan. 


Arnorp Bere, C. L. U., Agency Vice-President 


A Mutual Company - Founded 1905. 








Mn dian apolis hife 


INSURANCE COMPANY 


1Betebt- bet: ole) 0l_meAm eelebt- bets! 


AGENCY OPPORTUNITIES in Colo., Conn., Fla., Ill., Ind., la., Ky., Mich., Minn., Mo., Neb., N. D., Ohio, S. D., Tex., Wis. 















MONY means MONY 


MONY helps 
Guaranteed 

















: for brokers... and their clients 


brokers sell 
insurability 





* GUARANTEED iusyRaBhiTY [Et 
FOR SONS AND GRANDSONS > | 





with special free sales aids 
as part of MONY’'s new brokerage service 


MONY’S prospect booklet, ‘““For That Boy You’re 
So Fond Of,” talks to dads and granddads. It ex- 
plains how a MONY policy with a Guaranteed 
Insurability Rider can be a perfect gift for young- 
sters. It helps your selling job by pre-selling your 
prospects. You’ll want to mail this booklet—with 
your own personal message—to every family man 
in your client file and on your prospect list! 


Miw.nO@- New Yo 


The Mutual Life Insurance Company Of New York, New York, N.Y. 
Offices located throughout the United States and in Canada 
FOR LIFE, ACCIDENT & SICKNESS, GROUP INSURANCE, PENSION PLANS 
MONY TODAY MEANS MONEY TOMORROW! 
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MONY’S broker booklet, ““Guaranteed Insurability 
— Guaranteed Saleability,’’ gives important sell- 
ing tips and examples. It also shows how MON Y’s 
Guaranteed Insurability Rider can broaden your 
market: (1) by helping you develop repeat busi- 
ness from established clients; (2) by opening a 
vast new juvenile market to you; (3) by giving 
you new leads for your General Lines business. 
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FREE! FOR BROKERS! 


MONY, B’way at 55th St. 
New York 19, N. Y. 


Please send me MONY’s two free book!ets 
on Guaranteed Insurabitity. 








Name 
Address 
. Ceunty 
City or Zone State 





Brokerage name 
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